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LUMBERMEN GET 
WILDLY EXCITED 


Say Their Business is Menaced by 
Insurance Companies’ 
Attitude 


OPPOSE REVISED BUILDING ACTS 


New Organization Formed in Chicago 
to Fight “Other Than Wood” 
Movement 


Representatives of the lumber inter- 
ests in the United States gathered in 
Chicago on February 24 and 25 and 
formed an organization, the ostensible 
purpose of which was to combat the 
“other than wood” movement. It is no 
doubt natural that these men whose 
livelihood is gained through the use 
of lumber as a building material should 
seek some explanation for the poor con- 
dition of their business other than the 
fact that their commodity is a thing 
of the past, in a large sense—a material 
which has been replaced by modern 

_inventions which are cheaper, more 
durab!e and not combustible. The fire 
insurance companies have been select- 
ed as the “excuse.” 

Charge a Plot 

In an effort to make it appear that 
lumber and lumbermen were greatly 
abused and the victims of a deeply 
laid plot, several men spoke to the as- 
sociation in Chicago accusing the in- 
surance companies of making every 
effort to wreck the lumber interests 
through legislation and false state- 
ments. John W. Barry, of Cedar Rapids, 
Ia., a leading lumberman, became in- 
coherently violent in his attacks on the 
insurance companies. 

Mr. Barry is no longer young, which 
May account for the disconnected facts 
and ideas which he presented to the 
lumbermen, expecting them to take for 
granted all the ideas his peculiar chan- 
nels of thought led him to expound. 
It is to be hoped that the lumbermen 
will take with a grain of salt that prod- 
uct which costs nothing and is given 
sc freely by a certain class of mer- 
chants. 

A good idea of Mr. Barry’s style of 
innuendoes may be gathered from the 
following abstracts from his speech: 

“We object to substitutes or anything 
else forced upon our communities by 
ordinances secured by the insurance 
contingent through indirection and de- 
ception—we object to the Underwriters’ 
Laboratories being set up as suggested 
in the proposed ordinances to dictate 
what shall and shall not be used. Mon- 
opolies built up in such a manner could 
well afford to line the nest of the labora- 
tories ‘bunch with golden fleece. * * * 
More than two-thirds of the United 
States fire loss due to frame buildings; so 
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SIXTEEN HUNDRED 
BILLS ALREADY IN 


William BroSmith, of Travelers, De- 
precates Deluge of Insurance 
Measures in Legis atures 


—_— 


COMPULSORY INVESTMENT LAWS 


They are Unjust, Says Distinguished 
Lawyer—Time for Co-operation 
to Dispel Errors 


In the forty-three legislatures in ses- 
sion there have been introduced 1,600 
measures which affect insurance in 
some ways rhe significance of these 
measures and the attitude of the State 
toward insurance were discussed by 
William BroSmith, counsel of the Trav 
elers Insurance Company, in a talk be 
fore the Life Underwriters Association 
of New York 

Few of these measures will be enact 
ed into law, and many of them are 
crude and illogical, and it is amazing 
that in a business so well-founded as 
life insurance there should come such 
a flood of corrective measures 
State Insurance and Compulsory In- 

vestment 

In Oklahoma it has been proposed 
that the State Insurance Commissioner 
shall sell all classes of insurance to 
the people of Oklahoma, at 10 per cent. 
less than the prevailing rates now 
charged and that the operating expen- 
ses of the Commissioner shall not ex- 
ceed 20 per cent. of the gross premi- 
ums which he shall collect. In the 
same State and also in Kansas it is 
proposed to enact compulsory invest- 
ment features similar to those placed 
upon the statute books of Texas some 
years ago 

Illinois and Pennsylvania legislatures 
also have compulsory investment laws. 
The Pennsylvania bill calling for the 
investment of 20 per cent. of the 
amount of insurance in force in Penn- 
sylvania Mr. BroSmith calls absurd. 

Regarding compulsory. investments 
Mr. BroSmith said: 

n ! ect > companies 
use of the 


t investments of 
“n tendered ; 


the insuran companies of 
between ” lines a sorry 
Texas i adly in weed of the 
] uuld have been invested 
urities at reason 

his same Robertson 


ravagant | expendit res 


up any deficit. Thus, 
yractice thrift we are 

> penalty for extrava 
insurance companies do 
power to encourage sobriety, 
» bear an undue share of the 
i liminating alcohol. Even the good 

ate of Connecticut, which is so justly 

her insurance companies, cannot re 

* temptation to which other States have 
cumbed, for it is now proposed in her be- 
half to make up a defici ency due to unwise 
expenditures by adding to the tax now imposed 
upen the market value of the stock of stock 
ympanies one-half of one per centum upon the 
surplus of the companies. Such surplus for the 
purpose of taxation shall inelt ude all -undivided 
profits and reserves of such corporation held 
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for any purpose except that for retiring bonds 
or for the payment of taxes. In other words 
a life insurance company with a hundred mil- 
lions of assets and ninety millions of life re- 
serves would pay in addition to the tax upon 
the capital stock a tax of half a million dol 
lars a year upon its reserves and surplus. 

In discussing supervision Mr. BroSmith said: 

Supervision. 

That as creatures of the State, insurance 
companies, like all other corporations, whether 
directly organized under charters granted by 
the legislature or formed under general acts, 
are properly subject to supervision and regu- 
lation is true; that in the home State and 
elsewhere they should bear their reasonable 
share of the expenses of the government under 
which they operate properly imposed is equally 
true; but that a State because of the fact that 
it gives corporate life to one or more insur- 
ance companies, or that another State, because 
of the fact that it permits companies organized 
elsewhere to transact business within its bord- 
ers shall, in either instance, assume to do 
that which may operate to injure or interfere 
with the progress and development of the busi- 
ness of insurance is not true. 

Is State Responsible for Prosperity of 
Companies? 

It is not unusual for us to hear not from 
agitators only but from legislators and others 
prominent in political affairs that insurance 
companies owe their privileges, success and 
rosperity, in fact, everything, to the State, 
ence, the latter should be constituted a pre- 
ferred beneficiary. As a matter of fact, the 
State is, but not exactly in this sense. Upon 
even a cursory examination of an account, in 
which upon the debit side there is set down 
what the State has done for insurance compa- 
nies and on the credit side what the insurance 
companies have done for the State the balance 
would be found to be overwhelmingly on fhe 
credit side. 

Some Illuminative Book-keeping 

I need not quote the general figures for with 
these you are familiar, but let me take for ex- 
ample the company with which I am associ- 
ated and Connecticut as the chartering State: 

Upon the debit side you will place: 

1, Charter granted by the State. 

2. Protection enjoyed by all cor 

porations and citizens. 

3. Supervision. 

4. Premium income in Connecti- 

“ f  * eneereerrere rer $1, 169,633.10 

Then upon the credit side place: 

1. Taxes (State and municipal) and 


Gopestnental 1660 § ..csccccvescees $307,824.15 
2. Death and other loss claims in 

ee er oor 311,132.78 
3. Salaries and commissions paid 

oo rare 1,204,838.69 
4. Dividends paid in Connecticut 

RONEN 5 6066.sn0esvtgsccenecep ass seeee 639.124.00 
5. Investments in Connecticut and 

> eae Seer 5,919,888.00 


6. Real estate loans in Connecticut 1,544,650.00 
7. Real estate owned in Connec- 
GME. ivivinse vekicdaskeneciseeonapwe 2,025,000.00 


$11,952,457-62 
This, as you will observe, takes no account 
of premium income collected throughout the 
United States and the Dominion of Canada 
all of which sifts through the home office, and 
which, though invested largely throughout the 
country, is of material advantage in the pro- 
gress of investments to the banking institu- 
tions of the State. Nor does it take into ac- 
count the large number of taxpayers we have 
added to the grand list of the State by means 
of remuneration paid officers, employes and 
agents. What is true of this Company is true 
in a greater or lesser degree of every insur- 
ance company in the country in its relation 
with the home State. 
Good Old American Doctrine Goes By 
the Board 
The American doctrine of protection to Amer- 
ican industries has never been applied to the 
business of insurance, and American compa- 
nies must hold their own as best they may 
against foreign competition. 
hat we complain of is the assumption that 
the chartering State is the generous discoverer, 
founder and ane of the benefits of insur- 
ance and that the company is only the created 
and subordinate instrument. Again, that a 
State, which may not be able to keep its gov- 
ernmental expenditures within its revenue, can 
through some occult process, and in the ab- 
sence of knowledge or experience, furnish in- 
surance on its own account so successfully as 
to eliminate eventually all private control of 
the business, meanubile taking the credit for 





all of the good results of insurance protection 
furnished by suctessfully conducted private 
corporations. 

During the past year the responsible head of 
a State commission declared with reference to 
a department of insurance other than life that 
“It is not a legitimate business, never has 
been and can never be made such. It would 
not be considered a legitimate business propo- 
sition for private corporations to engage in 
the business of policing our cities and making 
arrests for the violation of laws. That is a 
matier that is very properly considered one of 
the functions of government; so is the main- annie. oT ARTHURS 
tenance of a free rublic school system, and scttpio COMPANY 4 2 
maintain that the administration of the com- & ; 
pensation act by which the injuries of em- 
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loyes of our State are cared for is as much a I 

unction of government as the policing of our Dec. 31, 1909 GROSS ASSETS (paid-for basis) 

cities or the conduct of our free public schools.” A } $655,004.93 $992,000.00 

If the management of one de-artment of insur- Dec. 31, 1910 . 1,057,016.02 5,352,260.00 

ance is a function of government, why should Dec. 31 1911 1 128 912 85 10 087 028.00 
sa ’ , ’ . ’ ’ * 


not the State conduct all, and some have tried 

the experiment in the departments of lie 2nd | Dee, 31, 1912 1,306,689.41 14,859,856.00 

a ae A or ogua of that assumption Dec. 31, 1913 1,500,835.10 23,650,512.00 
Sept. 30, 1914 1,815,302.46 30,630,355.00 


Sums Up. 
You may inquire, therefore, why I bring 
these thoughts to you at this time. The an- FOR AGENCY CONTRACTS ADDRESS 
"First. To present the spread of error, for oO. S. CARLTON, Vice-President a a HOUSTON, TEXAS 


granting that what we have criticised is the 
minority attitude, and one which must fall be- 
fore public opinion when thoroughly aroused, 2 
there is nevertheless that risk a serious an ae idea —— nie SS ———_ 
perhaps irremediable loss which attaches to 
those who sleep upon their rights, especially 
against aggressive antagonists. We are now 
paying the penaltv in many ways for apathy 
and a lack of co-operation at times when dan- 
ger signals were clearly visible—for instance, 6“ 

the compulsory investment laws, the Missouri WHA I I HE EQUITABLE 


Suicide Law, special deposits and _ surety 


bonds, to say nothing of the unreasonable tax 

impositions. es 
Second, because you are the missionaries of 

the gospel of insurance; the preachers of the 

faith. hrough you and that great army of ‘ 

agents pee Ao represent ry —— a , 
ect to dispel these errors and to get the truth ° - 
ae hy the people. Great is the power of the What the Equitable Offers 1S the title 
press, but greater still in this regard is the 














BGvocate of ineurance protection. of a booklet listing in detail the many 
PRUDENTIAL POLICY EXHIBIT attractions and advantages of Equitable 
2,122,264 Industrial Policies Issued in ‘ 
1914—142,949 Ordinary Policies policy contracts. 
Issued 


While intended for the prospective 


The Prudential’s statement of the 


1914 industrial business contains many insurer, it will interest any insurance sales- 
interesting figures. At the end of 1913 ° e 4 

there were in force 10,075,010 whole man who is curious to know why Equitable 
life policies, for $1,337,801,469; 844,269 li : | dil 

endowment policies, for $97,487,080; poucies sell readily, renew steadfastly and 


and 245,017 term and other policies, for ‘ 
$26,636,122. During the year there meet every conceivable need of all classes 
were issued 1,497,803 whole life poli- £ 5 A ‘I b 

cies, for $222,592,133; 624,461 endow- 

ment policies, for $64,789,785. Revivals or insurers. copy wi € sent to any 
during the year were 211,993 whole address on request 


life policies; 21,777 endowment poli- 
cies. The total outstanding industrial 
policies of The Prudential’s industrial 


department are 11,959,621 for $1,567,- Th E > 
oe e Equitable 


In the ordinary department the total 


end of the year, i914 was 876,024; Life Assurance Society 


amount, $1,024,935.81. During the year 


103,664 whole life policies were issued P . 

for $105,722,715; 31,578 endowmént poli- of the United States 

cies for $26,161,500; 7,707 term and 165 B: 

other policies, for $29,411,918. poniong, Hew Vert 
In the industrial department 132,900 W. A. DAY, President 


policies terminated by the death of the 
insured; in the ordinary department 
6,109 policies terminated by the death 
of the insured. 
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NEW POLICIES FORU. S. A. & L. 


OF 





SCHEDULE RATES GIVEN 





Co-Partnership or Joint Life Contracts 
Are Participating—Issued on 
Many Plans 





New policies have been announced by 
the United States Annuity & Life, of 
Chicago. The Co-partnership or joint 
life contracts are participating and will 
be issued on the Whole Life, Twenty 
Pay Life, Twenty Year Endowment or 
Twenty Pay Life With Annual Addi- 
tions plan. Rates for equal ages are 
given below. Rates for unequal ages 
may be secured by usual formula shown 
in rate books of companies writing 
joint life policies. 

Co-Partnership Plan—Joint Life Insurance. 


Annual Rates Per $1,000 of Insurance on Two 
Lives Insured Jointly a. 
» Dew 


20 Pay 20 Year 
Equal Whole Life End 
Ages Life Ordinary Ordinary 
20 $29.29 $39.38 53-59 
21 29.82 39.85 53.72 
22 30.40 40.35 53.85 
23 31.00 40.88 53-99 
24 31.64 41.43 54.15 
2 32.31 42.00 54.32 
26 33-02 42.60 54-50 
27 33-76 43-24 54-73 
28 34-59 43-91 54-95 
29 35-42 44.61 55-20 
3 36.32 45-35 55.48 
I 37.28 46.14 56.05 
32 38.29 46.05 56.64 
3 39.36 47-83 57-29 
34 40.51 48.74 57-96 
41.71 49.70 58.70 
¢ 43-00 50.73 59.48 
7 44-37 51.80 60.30 
8 45.82 52.94 61.20 
) 47-37 54-15 2.18 
4 49.02 55-44 63.23 
4 50.79 57-05 64.38 
42 52.65 58.75 65.60 
4 54-65 60.58 66.95 
44 56.80 62.51 68.43 
4 59.08 64.59 70.03 
40 61.52 66.80 71.80 
47 64.12 69.18 73-72 
48 66.91 71.73 75.83 
49 69. 74.48 78.16 
50 73- 77-44 80.72 
51 76.51 80.62 83.52 
52 80.19 84.09 86.62 
53 84.12 87.84 90.03 
4 88.36 91.90 93.78 
cs 92.97 - 96.33 97-91 
Three Non-participating ‘forms, a 
Whole Life, Twenty Pay Life and 
Twenty Year Endowment have been 
issued. Rates for these are given in the 


following table: 
Non-Participating Annual Rates. 
Per $1,000 Insurance. 


20 Pay. 20 Year 
Age Whole Life if End. 
2 $14.96 $41.78 
21 15.29 41.84 
22 15.63 41.91 
23 15.99 41.97 
24 16.37 42.05 
25 16.77 42.13 
26 17.18 42.21 
27 17.62 42.30 
28 18.08 42.40 
29 18.57 42.51 
3 19.08 42.63 
31 19.62 42.76 
32 20.19 42.90 
33 20.79 43.06 
34 21.43 43-23 
35 22.10 43-42 
36 22.81 43-63 
37 23.56 43.86 
3 24.35 44.12 
39 25.19 44.41 
4 26.09 44-73 
4! 27.04 45.09 
42 28.04 45.49 
43 29.11 45.94 
44 30.25 46.45 





45 31.47 38.55 47.01 
46 32.76 39.69 gq“ 
47 34-13 49.90 33 
48 35.60 42.18 “9.11 
49 37-17 43-54 49.98 
50 38.83 4 $0.94 
51 40.61 .53 §2.00 
52 42.51 48.17 $3.18 
53 453 49-93 54.48 
54 46. 51. 55.92 
§ 48.98 Pee 57-51 
5 51.44 55. 

57 54.06 .26 Pi 18 
58 56.87 60.74 29 
59 59.87 63-40 62 


60 63.08 27 .16 
Whole Life Values the same as Whole Life, 
Annual Dividends; Twenty Payment Life 
Values the same as Guaranteed mi-Annual 
Dividend; Twenty Year Endowment values the 
same as Twenty Year Endowment Ordinary. 


N. J. GROSS PREMIUMS 
OF LIFECOMPANIES, 1914 


Prudential—Ind., $6,476,674; Ordinary 
$2,824,281. 














Metropolitan—Ind., $3,743,950; Ordi- 
nary $2,372,180; Dis., $6,049. 

John Hancock—lIndustrial, $878,252; 
Ordinary, $399,016. 

Colonial—Industrial, $412,904; Ordi- 


nary, $107,585. 

American Assurance—lIndustrial, $10,- 
014: Ordinary, $5,097. Aetna $314,863; 
Bankers, Ia., $22,077; Berkshire, $52,- 
833; Colonial National, $22,239; Connec” 
ticut General, $74,477; Continental 
Mutual, $172,562; Equitable, N. Y., $1,- 
164,655; Equitable, Ia., $6,763; Fidelity 


Mutual, $126,514; Germania, $64,570; 
Home, $102,476; Manhattan, $31,832; 
Mutual Ben, $1,306,585; Massachusetts 


Mutual, $346,608; Mutual Life, $819,432; 
National, $61,813; New England, $174,- 
070; New York, $1,070,141; North 
American, $71,934; N. W. Mutual, $398,- 
744; Pacific Mutual, $7,367; Penn Mutual 
$715,216; Phila. Life, $113,656; Phoenix 
Mutual, $93,174; Security Mutual, $29,- 
369: State Mutual, $116,042; Sun Life, 
$12,664; Trav. $357,218; Union Centen- 
nial, $110,016; Union Mutual, $33,145; 
U.S. Life, $24,063; Prov. L. & T., $778,- 
900. 





TO MEET MAY 26-27 

The executive committee of the Man- 
agers’ Association of the Phoenix 
Mutual Life Insurance Company at a 
recent conference with the officials of 
the company, decided to hold the ninth 
annual meeting of the association at 
Niagara Falls on May 26 and 27. The 
committee includes E. R. Putnam, of 
Pittsburgh, president of the associa- 
tion; B. E. Ellis of Minneapolis, chair- 
man of the committee; O. S. Rogers, of 
New York; Will A. Waite, Detroit; 
Jules Girardin, Chicago; Charles BH. 
Fish, Boston, and George L. McDonald, 
Louisville. 





WINS ODD SUIT 

The Penn Mutual Life has won the 
suit it brought against Ernest W. Bird 
in Western New York. The interesting 
point was that Bird, who had applied 
for a job as policeman, was to take 
out the policy if he were made a police- 
man. He was not successful and re- 
fused to pay the premium on a policy. 
The company sued. 


DAY’S RECORD IS UNBROKEN 


WROTE MILLION LAST MONTH 





Chicago Agency of Mutual Life Keeps 
up Pace for Twenty-nine 
Consecutive Months 





The remarkable Darby A. Day Agency, 
which has been writing more than a 
million dollars a month since October, 
1912, had a hard proposition before it 
when February 1 came along. In the 
short month of twenty-eight days four 
days were Sundays and Washington’s 
and Lincoln’s Birthdays were also on 
the calendar. 

Would Not Let Down 

The agency decided to keep plugging 
away, although it did not seem pos- 
sible to roll up a million in the limited 
time. However, on February 15 more 
than $500,000 had been written. On 
February 27, Saturday, Darby A. Day 
sent the following telegram to ‘I'he 
Eastern Underwriter: 

You can’t keep a squirrel on the 
ground. February paid for $1,007,- 
000. Insurance applied for was 
$1,660,000. DARBY A. DAY. 
The record of the agency for the 

last twenty-nine months follows, the 
figures being furnished The Eastern 
Underwriter by the home office of the 
Mutual Life. 


Se i ccanerneen anew $1,004,173 
Pe  — on eh ie dee eaee 1,022,500 
ee \eacnddeadeenes 1,222,737 
a eer 1,005,132 
Po on ces es tee mewee 1,012,771 
March at bade weeds 1,025,000 
April MT iin een pale hae 1,015,087 
May 2. ceed pamtenerie 1,007,504 
June eo dekh ee ae me 1,004,111 
July + Kcxateelew todo ian 1,011,156 
August arr er 1,002,000 
De iieetevayeaeedas 1,000,410 
October e Caste aheneraseue 1,059,139 
SE cnc ndcwedsss cease 1,011,620 
kscc vou taneeenes 1,008,746 
PE, BOM « wncesccensseds 1,012,500 
Pe Sv oencvsdsenenses 1,013,000 
March © Lcoacncbeeteeee 1,012,671 
April T Vrach eee ene net 1,090,850 
May oF nina cie kareena 1,102,515 
June O ¢haeneee saunas 1,006,168 
July Oe Lan eeninimemenns 1,916,192 
August © eeeenne see euneen 1,004,107 
i lt er ee ee 1,176,917 
October P nen eeoenesenees 1,007,312 
DE  ntcecaceaes saowe 1,003,302 
EE eve cceekarweannn 1,001,338 
POE, BOGE osacesewcweses 1,006,000 
a, i re 1,007,000 








$29,871,958 





FISCAL POLICY UNSOUND 
George |. Cochran’s View of Washing- 
ton Administration Distributed by 
Wall Street House 








Harris, Winthrop & Co., members of 
the New York Stock Exchange, have 
printed the composite opinion of seven 
hundred leading American business 








CALCULATING DIVIDENDS 





Precise Method by Which Work is 
Done, Explained by Prudential 





In its annual reports to the Insur- 
ance Department’s on 1914 business 
The Prudential Insurance Company of 
Newark, make the following explana- 
tion of the precise method by which 
annual dividends have been calculated 
by the Company. 

For each kind of policy a calcu- 
lation is made to ascertain the annual 
and accumulated earnings in accord- 
ance with the Company’s experience. 
For this purpose the sums insured in 
force at the beginning of the calendar 
year are subdivided into groups accord- 
ing to year of issue and kind of policy, 
and the corresponding reserves and 
accrued surplus of each group are 
tabulated. Estimates are then made 
of the expected income from premiums 
and interest, and the out go for claims, 
surrenders, dividends and first year and 
renewal expenses, and the estimated 
total of each of these items is com- 
pared with the actual figures, and a 
ratio derived for correction of the esti- 
mate. 

The estimated reserves at the end of 
the year, similarly corrected to agree 
in the aggregate with the actual re- 
serves, are deducted from the funds at 
the end of the year, obtained by adding 
income to the funds at the beginning 
of the year and deducting outgo. The 
surplus so obtained in each group is 
divided by the estimated sums insured 
in force at the end of the year, also 
corrected to agree in the aggregate 
with the actual total, the accumulated 
surplus per $1,000 for each year of 
duration and kind being thus obtained, 
and by comparison with the correspond- 
ing figures for the beginning of the 
year, the earnings of the year are as- 
certained. 

The surplus so determined represents 
the earnings at the effective age for 
the group in question. Calculations 
are then made of a hypothetical group 
of 1,000 policies for $1,000 each, for 
each of the entry ages 20, 30, 40, 50 
and 60, showing the progress of the 
fund formed by taking account of in- 
come and outgo, and the resulting sur- 
plus. Rates of interest, mortality, 
surrender and expense are derived 
from the Company’s experience, and 
the available dividends so disclosed 
are made to correspond at the effective 
age for each group with those obtained 
as described in the foregoing. Divi- 
dends for intermediate ages are deriv- 
ed by interpolation. 


men on “The Past and the Future of 
American Business.” 

Among the contributors to the sym- 
posium is George I. Cochran, president 
of the Pacific Mutual Life. Mr. Coch- 
ran concludes his analysis of present 
business conditions by saying: “The 
reason for this unsatisfactory state of 
affairs is the present unsound fiscal 
policy of the Administration.” 
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The World’s Record! 


During 1914 The Prudential issued and revived 


paid-for Life Insurance at the lowest expense-rate in its history 


This is the greatest amount ever written in a single year by any company in the world 


FORREST F. DRYDEN, President 





$518,963,821 





THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey. 
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THE TWO LEADING LIFE INSURANCE AGENTS OF JAPAN 











MASAJIRO 


Two of the leading life insurance writers in the Orient, and both writing for 
York Life—are Teruo Fujita, of Tokio, and Masajiro Horino, of Hokkaido, Japan. 


propositions that they are. 


Mr. Fujita has been in the service of the New York Life for five years, all the time in Tokio. 
paid each year for an average of about $250,000, American gold. 


HORINO 


In 1914 he increased it to $299,000. 





TERUO FUJITA 


company—the New 
like the live-wire 


an American 
They look 


He has personally 
His business 


is the result of his own effort solely. He is probably the greatest Japanese personal writer in the world, and fur- 


nishes an example to agents everywhere of thrift in work. 
A Yen is fifty cents. He paid, therefore, for $299,000 or within $750 of what he wrote, a conserva- 


Yen 598,000. 


tion of time, talent and effort that is as commendable as it is 

Mr. Horino began with the New York Life in 1903, and has been a steady and large producer. 
of service he has paid for between three and four million dollars, American gold. 
agent at Hokkaido, the northern island of Japan. 
was $270,500, ‘American gold. 


ness in 1914 


KEEPING WIFE FROM WORRY 
A Clever Argument Advanced to As- 
sured by an Illinois Life 
Man 
Any good argument to overcome the 
objection of a wife to the principles of 
insurance is worth reproducing. The 
following statement made by an agent 


of the Illinois Life to a prospect de- 
serves a niche of its own for clever- 
ness: 

“Now, Mr. Prospect,” says Col. 
Hughes, “Let me give you some good 
advice. Don’t talk to your wife about 
this matter yet, because it isn’t cer- 
tain that you will be able to secure 
the insurance. You must first. be ex- 


amined and accepted by the company, 
and it is barely possible that your phy- 
sical condition may be found such that 
the company will not issue a policy 
on your life, and if such should be the 
case, and your wife knew about it—as 
she most certainly would, should you 
consult her before making the applica- 
tion, she would worry a great deal, and 
fearing that you were not going to live 
very long her life would be made very 
unhappy. Now you can save her all 
this worry by going ahead on your 
own judgment, and should you be re- 


jected she neeu never know it. If you 
are not rejected, when the policy 
comes will be ample time for you to 
consult with her as regards making 
this investment and since this policy 
would mean so much to her and the 


children, in event of your death, there 
is no question as to her approval.” 

Bernard J. Marley, for fourteen years 
superintendent of the Newark indus- 
trial branch of the John Hancock, 
been made district manager in Allen- 
town, Pa. George Eidel, of Brooklyn, 
succeeds him. 





has 


Since organization, the New York 
Life has paid in death claims, and for 
dividends, matured endowments, sur- 
rendered values, etc., $996,370,690. 


remarkable. 


KEEP YOUR DISTANCE 


Good Advice to Agents From the 


International Life of 
St. Louis 
Some otherwise good agents fail a 


lot of times :y fondling »rospects, says 
the International Lifeman. 

It disgusts nine of ten people. 

Some agents have the habit and aon’t 
know it. 

They’ll draw up to a prospect in dis- 
gusting breath-swapping nearness, and 
¢radually work up to showing the entire 


interior of their mouths—a disgusting 
thing. 

“hey’ll fondle a prospect’s leg and 
arm. 

They’ll arouse every bit of disgust 


the prospect's got. 
All this, ard perhaps »e unconscious 


In 1914 he had examined Yen 


Acting as Dairiten-cho, he employes sub-agents. 


599,500 and paid for 


In his twelve years 
Horino is the Company’s 
His paid busi- 


Mr. 


of the fatal mistake they are making. 
Under suca circumstances the braini- 
est talk of the best posted life writer 
on earth fal's flat, powerless. 
Such things would offend the very 
agent guilty of them if perpetrated on 
him by an agent for something. 


It pays to keep your distance—keep 
your breath and hands away from 
people. 


INLOW AND HEAD JOIN FORCES 

William H. Inlow and Gary M. Head 
have become partners in a general agen- 
cy of the Missouri State life at Okla- 
homa City, Ola. Mr. Inlow has been 
a successful general agent of the Mis- 
souri State Life for some time; Mr. 
Head was formerly with the Southland 
Life in Seymour, Tex., and was with 
the First National Bank of that city. 





Representing 





The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America 
mean certain success for you. 


For Terms to Introducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 
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GROUP INSURANCE LOSSES 


Best To Make Employer the Bene- 
ficiary Says Frank W. Bidwell, of 
Aetna Life 


Frank W. Bidwell, superintendent of 
the death claim department of the 
Aetna Life, in a talk before the Insur- 
ence Institute of Hartford, said regard- 
ing group insurance: 

“Some companies are issuing group 
insurance contracts. The companies 
are feeling their way slowly. The idea 
is to insure the employes of a company 
under one contract, and, with a few 
exceptions, without medical examina- 
tions. The insurance is usually condi- 
tioned on the employes having worked 
on full time and pay for a certain 
length of time. The conditions under 
this kind of insurance vary so greatly 
that there are very few cases alike. 
The contracts are made payable to 
various beneficiaries. A_ satisfactory 
way where it can be done is to make 
the employer the beneficiary as trus- 
tee. Where they are payable to the 
family, who live in a foreign country, 
the claim department has quite a little 
difficulty in making a prompt settle- 
ment. 

“There have been, however, a num- 
ber of cases, where we have received 
considerable abuse for not knowing all 
the personal affairs of the insured and 
1otifying the heirs the moment the in- 
sured died. Some letters are received 
which, after reading, you simply have 
to lay aside until you have cooled off 
enough to enable you to write courte- 
ously. In the majority of cases the 
heirs would never have known of the 
insurance, as the policies are usually 
]»st.” 

On the general subject of claims Mr. 
Bidwell said: 

“A company always regrets the neces- 
sity and the attendant notoriety of a 
suit at law, for no matter what the out- 
come, the fact that the company resists 
the claim is sufficient to condemn it in 
the eyes of many who do not trouble 
themselves to look into the merits of a 
case, but where during the first year 
the insured commits suicide or it is dis- 
covered that gross material misrepre- 
sentations have been made, such a 
claim must be resisted by a company 
in justice to its policyholders. Then 
there are cases of disappearance, where 
the evidence presented does not satis- 
fy the company that the insured is dead 
end also various other cases which cause 
the companies considerable trouble 
and expense. It is remarkable, how- 
ever, how few claims are resisted. Out 
of the claims paid in 1913 by ten lead- 
ing companies, the number was less 
than 2 per cent.” 


DEATH COMES QUICKLY 


President Talbot, of Fidelity Mutual, 
Quotes Figures Showing Uncer- 
tainty of Life 
In his annual report, President Walter 
Lemar Talbot, of the Fidelity Mutual 
Life, calls attention to the fact that of 
the claims presented in 1914, twenty- 
one, aggregating $45,601 occurred dur- 
ing the first policy year; thirteen dur- 
ing the second policy year and nine- 

teen during the third policy year. 

In other words, fifty-three policyhold- 
ers who had been subjected to the care- 
ful scrutiny of a medical examination, 
some within a year, some two years, 
all of them within three years, died in 
1914. Their chances were good when 
they insured, just as good as those of 
any average man in good health, but 
life may depart by many exits and it is 
not given to any of us to make a 
choice. Perfect health to-day does not 
protect us against the pneumonias, the 
typhoid fevers, or the automobile acci- 
dents of a few months hence. 


WET, BUT DRY 
the insurance editors said 
“Of life insurance it can 


One of 
last week: 


be said that as a business it is simple 
and yet complex.” 


It’s all of that. 








Sal Oar 


St are ANCL te 
























al, 








sinaninaeieccatetienaittilliiiti ci nacatc BP tis mine 5 aw tee 








March 5, 1915. 


THE EASTERN 


UNDERWRITER 





WESTERN NEW YORK MEN MEET 


IN SYRACUSE 





WILLETT TALKS 





Little Life Insurance Legislation in 
This State, Says Senator Walters, 
at Banquet 





Good fellowship permeated the elev- 
enth annual banquet of the Life Under- 
writers’ Association of Syracuse, at 
Syracuse on Saturday night. Local men 
were joined by Buffalo, Rochester, Au- 
burn, Utica and Albany life underwrit- 
ers. The meeting was in honor of Hugh 
M. Willett, president of the National 
Association of Life Underwriters, and 
Warren M. Horner, chairman of Educa- 
tion and Conservation Committee of 
the National Association. Other guests 
were Senator J. Henry Walters, of 
Syracuse; Edgar F. Brown, a Syracuse 
lawyer, and Reverend F. T. Keeney. 

Henry Phillips Toastmaster 

When Henry Phillips, president of 
the Life Underwriters’ Association of 
Syracuse who acted as_ toastmaster, 
introduced the first speaker, there 
were about 150 of the liveliest life in- 
surance men it has ever been the pleas- 
ure of the representative of The Hsst- 
ern Underwriter to meet. 

The menu was printed in a little 
magazine, called the Life Insurance 
News, published by the local associa- 
tion. It contained clever sayings, paro- 
dies and life insurance propaganda. 
The song which aroused most enthusi- 
asm referred to that old friend of the 
life insurance agent—the medical di- 
rector. It ran as follows: 


Oh, Doc! Sit Down! Oh, Doc, 
Sit Down, Oh, Doc, you’re 
rocking the boat, 

Oh, don’t you think you're 


awful hard on liquor? 
Just give a man a chance, 
You lead us all a dance! 
We'll all chip in to pay your 


fare 
To dear old Sunny France. 
Oh, Doc! Sit Down! Oh, Doc, 
Sit Down, Oh, Doc, you're 


rocking the boat, 

You are the man who gets the 
agent’s goat, 

It’s not the first you’ve heard 
the yell, 

So pack your case and go to— 
Hell! 

Oh, Doc! Sit Down: Oh, Doc, 
Sit Down, Oh, Doc, you're 
rocking the boat, 

In introducing the speakers Mr. Phil- 
lips referred to the gathering as the 
largest number of organized life insur- 
ance men ever assembled in New York 
State outside of New York city. 


Hugh M. Willett’s Talk 


Mr. Willett recited the history and 
growth of the National Association of 
Life Underwriters, also the develop- 
ment of the business of life insur- 
ance from its meager beginning 
te its voluminous proportion as known 
to-day. He told of the importance 
of life insurance, not only in its 
most beautiful mission—that of afford- 
ing protection to the great human 
family—but to modern ‘business as 
well. He pointed out its power in the 
mobilization of capital through which 
all classes of government and munici- 
pal progress was made possible 
through this channel in the disposition 


of bonds; also the progress attained in 
commercial building where millions of 
dollars was needed, and the boom to 
civilization through the home purchas- 
ing power contained in the moneys 
husbanded by life insurance institu- 
tions. 

Mr. Brown had nerve enough to say 
that he possessed all of the qualities 
necessary for a man to be accepted as 
a risk by a life insurance company, but 
he carried not a single dollar’s worth 
of life insurance. He recalled how an 
insurance agent representing one of 
the prominent companies had called 
upon him and in answer to the agent’s 
question he advised him that he was 
carrying all the insurance he could af- 
ford. The agent asked him in what 
company. Mr. Brown replied: “The 
Agricultural of Watertown,” at which 
the agent exclaimed: “Why, Mr. Brown 
that is a fire insurance company.” 
Brown admitted that he knew that 
such was the case, but that if he elect- 
ed to protect himself after death and 
not in life it was only his business. 
The agent shrugged his shoulders with 
the remark: “Doesn’t that beat H ie 
Mr. Brown said he advised the agent 
in the affirmative. 

Dr. Keeney spoke interestingly of 
life insurance as it was presented to 
him, stating that he was a strong be- 
liever in the protection afforded by the 
various lines of policies procurable to- 
day. 





Growth of State Pensions 

Senator Walters related an experi- 
ence he had had with the toastmaster 
when over twenty years ago Mr. Phil- 
lips called on him and presented the 
proposition of life insurance. The 
Senator said that he told Mr. Phillips 
that he was very much interested and 
proceeded to make application. After 
same was completed and an examina- 
tion had been made Mr. Phillips re- 
turned to him with the knowledge that 
he was an impaired risk and that his 
company could not write him. He was 
very sorry. He stated, however, that 
there was another company of which 
he knew which would take cripples and 
he succeeded in placing a policy on his 
life in that company. 

Senator Walters told of the coming 
of State insurance. He pointed out fhat 
the State had assumed control of the 
teachers’ pension fund, pensions to 
firemen, pensions to civil service em- 
ploves: that the State had established 
a State fund in connection with com- 
pensation insurance, and that in its 
operations the New York State Work- 
men’s Compensation Commission had 
expended over $500,000 during the first 
six months of its life. The State is 
now giving serious consideration to the 
matter of mother’s pensions.” Mr. 
Walters said that it looked to him as 
though legislation in the Empire State 
with regard to life insurance seemed 
to be at an end. as there were only 
two or three bills in the list now up 
for consideration in the Legislature 
pertaining to life insurance. 

Mr. Horner Tells of Conservation 

Mr. Horner discussed in a compre- 
hensive wav the education and conser- 
vation movement of the National Asso- 
ciation of Life Underwriters. He out- 
lined the scope of its work and read 
the program as outlined by the com- 
mittee and adopted by the association 
at the recent meeting of the executive 
committee in New York city. 
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CALL ON COMPTON 


The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 
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CALL ON COMPTON 





PLACING $1,000,000 TERM 





It can be Done in New York City, but 
Not an Easy 
Task 





An out of town agent with New York 
city connections came to the metro- 
polis recently with the object of plac- 
ing $1,000,000 term insurance. He was 
promised the business if he could find 
companies to write it. The proposition 


did not look easy, as the antagonism 
of most of the companies to this form 
of protection is well-known. But this 
agent, young and energetic, generally 


gets what he goes after, and before he 
left New York city he had the $1,- 
000,000 promised. It was necessary to 
make a long canvass. He had no diffi- 
culty in getting several large companies 
to take a pretty good line, and soon 
had $700,000 pledged. 

Finally he succeeded in persuading 
enough companies to take twenty-fives 
and tens until the full quota was com- 
pleted. 

And, now comes the sad part of the 
story. After the agent’s hard work 
his prospect told him that the war had 
suddenly cut down his income, and he 
would have to postpone buying insur- 
ance until hostilities were over. The 
tale is interesting, however, as showing 
what can be done with the term insur- 
ance proposition when a big situation 
arises. 

CUTS DOWN TERM BUSINESS 

Graham C. Wells, of the Provident 
Life & Trust in Pittsburgh, says that 
last year 40 per cent. of his agency 
-usiness was term; this year, it is less 
than 20 per cent. 


GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








General Agency Opportunities 





ALLELED COMPANY 


EASTERN TERRITORY. 





To FIVE men who appreciate the value of an UNPAR- 
RECORD of PROGRESS 
furnishing life insurance at the LOWEST NET COST, we 
can offer valuable connections in several states, mostly 
All correspondence confidential. 
If interested address,s GENERAL AGENT, Care of The 
Eastern Underwriter, 105 William Street, New York City. 
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individuality at its full value. 








Solicitors are like gizzards, no good without grit- How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t.you? Ambition is the main- 
spring of success, but a mainspring’ has no force unless you wind it up. Grit is the key with which you can do the winding. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much asa million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
mean the realization of all your dreams. That will mean promotion as rapidly as you are entitled to it and the capitalization of your 


lf yeu 


You can secure a 


If you have the grit to make a change and a reasonable 


The president of this Company is W.T. Grawrorp; Vice-President and General Manager, THomas P. 


Luoyp, M. D.; Superintendent of Agencies, W. M. Erpsey, all of Shreveport, La. 
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PICKING MEDICAL EXAMINERS 


iS BEST? 





WHAT TYPE OF MAN 





Dr. Henry Wireman Cook, of North- 
western National Life, Talks 
at French Lick 

Dr. Henry Wireman Cook, Vice-Presi- 
dent and Medical Director of the North- 
western National Life, read one of the 
most interesting papers at the meeting 
in French Lick Springs this week of 
the Medical Section of the American 
Life Convention. After discussing the 
functions of the medical department of 
a company, showing the value of sys- 
tem and efficiency, Dr. Cook took up 
the question of the equipment of the 
medical examiner, 

Medical Education 

We should have no illusion in regard 
to the quality of medical education be- 
stowed on the graduates of a majority 
of the schools in this country. Accord- 
ing to the Flexner report, only sixteen 
medical colleges in the country were 
qualified by the year 1910 to rank in 
Class A. Many licensed physicians have 
little or no preliminary education, and 
many but a smattering of medical edu- 
cation. 

An examiner, he said, should be se- 
lected primarily with a view to insur- 
ing at least a fair medical education, 
first choice being given to graduates of 
those schools which rank highest ac- 
cording to some well considered stand- 
ard. He should have had hospital ser- 
vice, and at least three years of gen- 
eral practice. He should stand high in 
his community, morally and intellectu- 
ally. He should be young enough to be 
active and willing to go to some trouble 
to earn the fee. He should believe in 
life insurance, and willing to give his 
influence to hold and encourage a pros- 
pect. He must be honest and strong 
enough to abide by his best judgment. 
He should be tactful and sufficiently 
quick in his work not to unduly pro- 
long the examination. He should be 
prompt and business-like in his corres- 
pondence, his answers to requests for 
additional information, and his comple- 
tion of the examination. These de 
mands are exacting; the service re- 
quired is important, the responsibility 
great. 


Once Should Be 


Examiner 
Protected 

Having found a man who combines 
a sufficient number of these qualities 
to justify an appointment, the least the 
company can do to show its apprecia- 
tion, and to deserve his loyalty and in- 
terest, is to protect him and encourage 
him in rendering unbiased opinions. 
The information he gives should be 
kept strictly confidential. A physician 
who jeopardizes the friendship and in- 
fluence of a local, perhaps prominent 
acquaintance, by giving the company 
some vita] information, and who then 
finds that this information is later de- 
tailed through some officer of the com- 
pany or clerk to the agent, and by him 
all over town, can be readily excused 
for not laying himself open twice to 
the same misuse, Such a company doés 
not deserve to get the facts, and doesn’t 
often get them twice from the same 
doctor. The examination should never 
be handed over to the local agent, but 
should be mailed in direct by the ex- 
aminer. 

The permanency of the examiner’s 
position must be preserved throughout 
the continuance of good service, abso- 
lutely independent of whether his care, 
his integrity, his skill, earn the favor 
or the dislike of the agent. This is 
vital. The number of reasons some 
agents can think up for discontinuing a 


Chosen, 





S. SAMUEL WOLFSON 


District Manager 
Equitable Life Assurance Society 
43 Bible House New York City 
AGENTS WANTED 








regular examiner and appointing a new 
one is only limited by their ingenuity. 
The regular man is too young, too old, 
too slow in his examinations, not a 
booster, is indifferent, incompetent, 
ete., etc.; the physician recommended 
is more live, more active, will suggest 
prospects, and, most important, will 
take a policy. You can’t get loyal ser- 
vice without being loyal. Always give 
the examiner a chance to state his side 
of the case. It’s astonishing how the 
stories disagree. An agent has the 
right to demand efficient service, but if 
any stability or real value is to be ex- 
pected of the medical reports submit- 
ted, the examiner’s appointment sho 
never be subject to the caprice or ill 
will of an agent. 

Must Be Guaranteed First Choice of 

Examinations 

Further, he must be guaranteed, in 
return for the kind of service you re- 
quest, the first choice for all examina- 
tions in his territory, if he is not ill, 
absent, or absolutely unavailable. Noth- 
ing will more quickly impair the qual- 
ity of the average examination received 
than to give the agent a choice between 
two, three, or four examiners. One can 
usually be found who will cultivate the 
good will of the agent at the expense 
of his colleague and the company. An 
agent is more than human if he pre- 
fers the best rather than the easiest 
examiner. 

In any business relation, interested 
service is far more valuable than rou- 
tine service, and particularly is this 
true in the case of medical examiners. 
An examiner who has had personal re- 
lations or acquainance with the medi- 
cal director, is much more free and 
helpful in his reports. Where this per- 
sonal acquaintance cannot be reached, 
much can be done by correspondence. 
The Northwestern National sends out 
each month, with the checks, a letter 
giving some pointers in the physical 


SAVINGS INSURANCE 

The bill to provide an appropriation 
of $2,500 for advertising the advantages 
of savings bank insurance was substi- 
tuted in the Massachusetts House for 
an adverse committee’ report. Mr. 
Sherry of Peabody presented the issue. 

Mr. Davis, of Boston, of the insur- 
ance committee, said that the business 
was a very profitable one any way and 
that there was no reason why the sav- 
ings banks should not advertise it them- 
selves. The State, he said, had put 
$100,000 originally into the scheme and 
was appropriating $17,000 this year. Mr. 
Washburn, of Worcester, favored the 
bill and Mr. Lynch, of Cambridge, said 
he knew a man who was receiving two- 
thirds of his premiums in dividends. 
The motion to substitute prevaied on 
a voice vote. 

If one is to die this year it’s plain 
enough he has bought his wealth cheap, 
said the famous Elizur Wright. If he 
is to live a long life, it is worth all it 
costs to feel so rich all the while. 





Perfect Protection Policy 
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RELIANCE LIFE 


gives you something absolutely new 


and different to talk to your pros- 
pects. Gives you a chance to earn 


€ money than you are now 


Our Life Insurance Contracts con- 
tain the most up to date clauses 
the Insurance World. 
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WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
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examination, or some note of interest 
in connection with medical selection. 
The doctors of this country were large- 
ly taught the use of the sphygmoma- 
nometer by insurance companies, and 
their present equipment to make com- 
petent urinalyses comes in great part 
from the same source. In the routine 
correspondence much can also be done 
to cultivate a friendly relation and keep 
the interest of the examiner—thanking 
him scrupulously for evident care, 
checking carelessness or incompetence, 
and showing him the importance of his 
work. 

It is most important that the work 
of the examiner should be watched 
carefully, and recorded in some conve: 
nient form for reference and grading. 
The examiner’s card in use by the New 
York Life has been adopted in modified 
form by many companies, and is handy 
and easy to keep up. The back of the 
card is ruled into spaces in which the 
clerk makes notation of omissions, mis- 
takes, death losses, carelessness, inat- 
tention to correspondence, ete. The 
general impression one gains of an ex- 
aminer’s work will frequently be unjust 
or too lenient if not controlled in this 
way, and such data are invaluable in 
deciding how much confidence to place 
in a recommendation, especially of a 
border-line risk, or in deciding on a 
change or ranking of examiners. 





GOOD PLACES 
For STRONG WORKERS 


Always ready to negotiate with energetic 
men capabie of producing paid-for Insur- 
ance in satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 





Assets, 


Surplus 


THE 
First Mutual 


Chartered in America 





New England 


Mutual Life 
Insurance Co. 


BOSTON, MASSACHUSETTS 


Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 


tract. 
FINANCIAL STATEMENT 


Dec. 31 
ee 


ALFRED D. FOSTER, President 
. F. APPEL, Vice-President 
J. A. BARBEY, Secre 
WILLIAM F. DAVIS, 
FRANK T. PARTRIDGE, 
MORRIS P. CAPEN, Asst. Secretary 


sst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


». .$70,163,01 1.03 
Liabilities ........ 65,159,426.58 


sseeeeeees $5,003,584.45 


Asst. Secretary 














HOW ABOUT THE 
NEW YEAR? 


Will you make it a better one than 
last? Good openings for aggressive 
men, either as personal producers 
or agency organizers. 


Write and See If We Can 
Get Together 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD 8. SUTPHEN, 
Director of Agencies 


W. C. BALDWIN, 
President 








You Wish To Be Paid Well 


The “‘Home Life”’ 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 


ance 


benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 
GEORGE W. MURRAY, Supt. of Agts. 


256 Broadway, New York, N. Y. 


a 











for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 





Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and abili 


For particulars address 
THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 








1865 --- Fifty Years Old --- 1915 











Unexcelled In 
Favorable Mortality 


AND 


Economy of Management 


The 


Provident Life 


and Trust Company 


OF PHILADELPHIA 


Rates of Premium Extremely Low and 


still further reduced by 
Annual! Dividends 
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AGENT’S REPLY TO A MINISTER 





Duty to One’s Creator and Duty to 
One’s Family Explained in 
Oregon 





No. better understanding of life in- 
surance as an institution can be had 
than by viewing it from two bona fide 
letters which went through the mails 
in Oregon recently. One of the letters 
was written by a resident of Orenco 
Ore., in response to the persistent re- 
quests of an underwriter, and the sec- 
ond letter was the reply sent by the 
agent of one of the leading life insur- 
ance companies. The letters, quoted 
by the Pacific Mutual News, follow: 

First Letter 

“My Dear Sir: For several months 
your letters addressed to me at Orenco, 
Ore., have been forwarded to me here. 
I thought that by disregarding them 
you would finally give it up, but you 
certainly have remarkable persever- 
ance, so in order that you may not 
waste any more valuable literature and 
postage on me, I write you this letter. 

“I infer from your letterhead that 
you want me to take out life insurance 
in your company, but I have all the 
life insurance I want or need already. 
How much? I don’t believe it could 
be estimated in dollars and cents. The 
benefits received already, together with 
those promised for the future, amount 
to a sum incalculable. 

“What company is it? The best in 
existence. No, it isn’t yours; at teast 
not one named on your letterhead. The 
president is the Lord of the universe; 
the agent is Jesus Christ, who is such 
a kind and loving agent that He paid 
the premium for everyone who wishes 
to take out a policy in His company 
hy allowing Himself to be killed on the 
cross. 

“What is the face of my policy? Sal- 
vation from sin and the greatest pos- 
sible blessing and happiness here on 
earth, and the promise of a never-end- 
ing life afterward, which I venture to 
say is more than your company will 
promise. And I am receiving benefits 
from the first part of it already. 

“How much premium do I pay? I 
gave the agent my heart cash down, 
with a daily remittance of love, praise 
and service. Isn’t that about the most 
attractive proposition you ever heard? 
Better try it for a year, and you'll be 
a life member.” 

Second Letter 

“Dear Sir: I have noted carefully 
the contents of your letter to me and 
desire to express my appreciation of 
the admirable manner in which you 
have handled the’ subject. You cer- 
tainly have got out of it all the argu- 
ment that could be produced from that 
point of view, and are to be congratu- 
lated upon your effort; and yet, as I 
read your letter, in fancy I see the day 
when your spirit takes its flight from 
its earthly habitat and the good wife 
resumes her place beside the vacant 
chair, takes up the business cares 
where your work ended, finds among 
your papers a copy of your letter to 
me. As she ponders o’er it, and realizes 
its value as an asset for providing the 
necessities of life, will she not, deep 
down in her heart, wish it were a policy 
in the Good Old Line Life? 

“It is certainly a duty one owes to 





RELIGION VERSUS INSURANCE 





his Creator to give the best there is in 
him toward his Maker’s glorification; 
but it is also a duty he owes to the 
wife and children, who have given him 
the best years of their lives, to see that 
their temporal wants are supplied when 
he adjusts his wings, tunes his harp 
to the peace and comfort about him 
and takes his place in the celestial 
choir. 

“To see, when he moves into that 
house eternal, that they do not move 
into a tenement house in a back street. 

“That when he wraps his comfortable 
robe about him, they are not out at 
the elbow and knees. 

“That while he partakes from the 
table of his Master, they are not suf- 
fering the pangs of hunger. 

“That while he sips at the Fount 
of Life, their water has not been turned 
off because the rent was due. 

“That as he proudly parades the 
broai and beautiful avenues among 
God’s elect, they are not slinking up 
a back alley for fear of meeting theif 
old acquaintances. 

“Could there be joy in his heart when 
he looks down upon his wife at a 
wash tub and his children in a sweat 
shop, while he reclines in comfort in 
the home of his Heavenly Father? 

“After the funeral come the doctor, 
the undertaker, the butcher, the baker 
and the landlord. 

“Will the children come home from 
school and go to work? 

“Will the mother close up the piano, 
tear up the rugs, sell off the furniture 
and with a child in each hand, trudge 
out into the desert of life’s never-ending 
struggle? 

“My friend, before the sun goes down, 
apply to some great life insurance com- 
pany, God’s instrument for protecting 
the helpless, and by their great seal, 
decree that your wife and children shall 
not be subjected to the humilation of 
an unequal financial struggle in the 
dark days following your final leave 
taking.” 





UNION CENTRAL GAINS 
Saved $1,687,708 in Mortality; $2,662,- 
893 in Interest; $36,145 in 
Loading 
The Union Central’s gain and loss 

exhibit follows: 
Expected Mortality 
Actual Experience 


«+ eee $3,767,176.00 
. 2,079,467.43 


Gain from Mortality. ... .$1,687,708.57 


Ratio of Actual to Expected 55.2% 
Net Earnings on _ Invest- 

ES oe ald aw he are 5,729,585.67 
Required to Maintain Re- 

CG ches cthursndd bees 3,066,692.57 

Gain from Interest...... $2,662,893.10 
P. C. Earnings to Amt. Req. 186% 
Loading on Gross Prem.... 2,922,500.21 
Expenses Incurred ........ 2,886,354.33 


Gain from Loading...... $36,145.88 


Gains from Lapse and Sur- 


SE. ‘acdevvudasSuneay'e 114,195.97 
Net Losses—all Other 

a eee 145,575.14 
Total Net Gains for 1914.. 4,355,368.38 
Dec. on Account Dividends 3,521,341.86 
P. C. of Gains used for Div. 81% 
Inc. in Nonpar. Surplus.... 299,214.37 
Inc. in Participating Surp. 534,812.15 








Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 
W. D. Wyman, President 


Attractive literature 
W. S. Weld, Supt. of Agencies 








A NEW HIGH MARK 


That is what we reached in 
disturbance. 
e are optimistic for 1915, believing that business conditions are 
improving steadily, and that the year will be one of wonderful opportunity 
in life insurance, as well as in general business. Our representatives are 
filled with enthusiasm, and with determination to go above the high mark 
of 1914. We believe that they will do it, and shall in every way back up 
their work. 


Occasionally we have a general agency opening for the right man. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


Springfield, Mass. 
Incorporated 1&5] 


1914—a year of profound business 








Bankers Life 
Company 








Our gain in legal reserve insurance in force 
(PAID FOR) during 1914 was 


$28,372,272.00 
BANKERS LIFE CO. DES MOINES 











Royal Life Insurance Company 


ALFRED CLOVER, President 


Industrial and Ordinary Policies 





Special confidential contracts for Superintendents, Assistant 
Superintendents and Agents in Indiana, Illinois, 
Iowa, Kansas, Kentucky, Michigan, Min- 
nesota, Ohio, and Wisconsin 


Now Organizing a Health and Accident Department 


Head Office 
108 S. La Salle Street, Chicago 
































Pensions for Individuals 


Pensions for Superannuated Em- 
ployees of Business Institutions 


Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 


‘Mutual Life Insurance Company 


ful, rapidly growing field 
The Pension 


PITTSBURGH, PA. 











Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 
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ANOTHER REPLY TO MOODY’S 


ERRORS 





LIPPINCOTT ANSWERS 





Expense of Conducting Life Insurance 
Business is Low—Surplus 
Deduction Absurd 





One of the best answers to the article 
in Moody’s Magazine, attacking endow- 
ment insurance, criticising the expense 
ratios of the life companies, and com- 
menting on surplus accumulations as 
a menace to the country has been writ- 
ten by Henry C. Lippincott, of the Penn 
Mutual Life, of Philadelphia. The latest 
Moody article is from the pen of William 
C. Streich. 

After discussing endowment insur- 
ance Mr. Lippincott challenges a state- 
ment to the effect that the companies 
ere daily augmenting their surplus to 
a greater amount than $500,000,000, 
which is “a distinct menace to the 
economics of the country.” This is not 
a fact if measured by the increase of 
their liabilities. 

There is relatively less surplus to- 
day than at any time within fifty years 
said Mr. Lippincott. That surplus has 
a distinct and highly necessary office. 
In a word, it is “to make assurance 
doubly sure;” and its necessity arises 
from the fact that all values fluctuate. 
To-day a railroad or municipal corpora- 
tion bond may command a premium; 
to-morrow it may be one or two or 
many points below par. Admitting the 
possibility of widespread depreciation, 
what would be the result in those com- 
panies in which, through a general de- 
preciation of assets, the latter are in- 
sufficient to balance the liabilities? 
There would be a receiver; the State 
which supervises almost every detail of 
management would take charge and 
proceed to liquidate; the company 
would be forced out of business; and, 
after years of delay attended by litiga- 
tion, the policyholders would get some- 
thing less, probably very much less, 
than their full investment. 

About that time there would be sin- 
cere inquiry as to why an adequate 
surplus, enough to cover possible de- 
preciation, had not been retained. 
Among the first to bitterly assail such 
a management would be those who, con- 
templating large sums, imagine they are 
fraudulently and menacingly employed 
instead, as they are, of being invested 
for a lawful and necessary purpose in 
the highest grade of securities which 
capable, discriminating and wholly hon- 
est managements can discover. 

This whole matter of surplus was 
fully threshed out in 1905-06 by the 
Armstrong Committee, and while some 
limitation was put upon the percentage 
of surplus to liabilities which a com- 
pany is permitted to hold, its import- 
ant function was recognized and the 
duty of maintaining it was emphasized. 

Continuing Mr. Lippincott says: 

The recent absence of any .market 
for securities, following the suspension 
of stock exchanges throughout the 
world, caused them to be valued for all 
departmental purposes as of July 1, 
1914. Had such valuation been made 
on the basis of private sales as of De- 
cember 31, 1914, there would have been 
convincing evidence of the narrowness 
of the margin of safety. It is quite 
conceivable that those who now rail 
about “large surpluses” may admit that 
some surplus is necessary, though ar- 
rogating to themselves the power and 
ability to determine the amount in each 
case. The policyholders in their vari- 
ous companies have reserved this power 
to themselves and, through their sev- 
eral directorates and within the limita- 
tion of the laws, have fixed those sums 
deemed to be protective without being 
influenced by those having no more 
than a superficial knowledge of life 
insurance upon which to base their pre- 
sumption to teach. The recent mutuali- 
zation of the two largest companies is 
proof that policyholders are asserting 
their right to control the funds con- 


tributed by them; and in this way may 
be found a proper corrective, if any 
be needed. 





State Mutual Life Assurance Co. 





Assets 
Liabilities 


Surplus (Mass. Standard). . 


Occasionally we have an opening. 





OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
January 1, 1915 


INSURANCE IN FORCE... 00.6. 665.- $179,895,636.00 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 


$46,516,911.00 
43,315,986.56 





3,200,924.66 


EDGAR C. FOWLER 


Superintendent of Agencies. 








Expenses 


Some words are wasted by Mr. Streich 
respecting what he calls the “flagitious 
practice” of loading the premium re- 
quired for mortality and reserve by 
some 16 to 28 per cent. for expenses; 
but the facts do not justify the ad- 
jective employed. Is it to be expected 
that there should be no expense in con- 
ducting the business? If not, what shall 
be the limit to be incurred? And who 
better may determine this than the 
policyholders themselves who bear the 
cost? So far as the mutual companies 
ere concerned, this is exactly what takes 
place; for there is an unmistakable and 
constant trend away from those very 
few companies which are badly man- 
aged in this regard toward those 
which exhibit proper economy. The 
percentage of loading contained in the 
initial premium collected is a matter 
of but little moment. Suppose, for il- 
lustration, that the net premium for 
mortality and reserve at a given age 
is $9, and that in one company it is 
loaded 20 per cent. and in another 25 
per cent. In the one case the gross 
premium will be $19.80, in the other 
$11.25. Experience has shown that the 
larger premium may entail less actual 
cost from the fact that the return to 
the insured of unused funds (surplus) 
may be much greater in the one case 
than in the other. The smaller premium 
may be reduced by a surplus of 5 per 
cent. to $10.26; and the larger by a 
surplus of 29 per cent. to $9. This great 
disparity is rare in the better class of 
companies, but it has existed outside 
of them. 

The attention of the New York Legis- 
lature nine years ago was directed to 
the matter of the expense which might 
be incurred for development of business: 
Laws were enacted defining and limit- 
ing such expense, as well as its agere- 
gate in all directions. Other States 
have similar laws, and the standards 
thus legislatively established have been 
scrupulously observed, with the result 


that every policyholder in any company 
permitted to do business in New York 
may be assured of a full recognition of 
his equity. Results do vary, but not to 
the degree which indicates any diver- 
sion of trust funds or justly ascribed to 
difference in the capability of manage- 
ment, as shown by the rate of mortality, 
the interest earned, freedom from loss 
in investments, and the ratio of expense 
to income. Looking over the sworn re- 
turns of the better class of companies, 
which necessarily includes all transact- 
ing business in New York, the expenses 
apparently range between thirteen and 
twenty per cent. Is this too much? Who 
may say so who stops to consider all 
that is beneficially done by the com- 
panies and contrasts this expense with 
that incurred in manufacturing, indus- 
trial and commercial pursuits generally. 
A patent illustration is one of the larg- 
est department stores, where high 
effictency prevails, in which the admin- 
istrative cost often exceeds 23 per cent. 
—and this in a business where the cus- 
tomer seeks the goods and not where 
he has to be persuaded and argued with 
and finally is induced to do reluctantly 
what affection. and duty and interest 
should have inspired him to do volun- 
tarily. There is unfortunately no state- 
ment made by Mr. Streich that may not 
be challenged. He claims that a “por- 
tion only” of the surplus derived from 
loading is returned to policyholders. 
The fact is otherwise. What he prob- 
ably intended to say was that the en- 
tire loading should be returned, for- 
getting that a large portion of such 
loading is every year necessarily ex- 
pended for development. Such forget- 
fulness would be consistent with what 
in other features has been shown to 
be ignorance or worse. 
Profits 

In speaking of the returns of surplus 
as represented by the companies as 
“profits” he is again wide of the mark. 
The misnomer of “dividends” early 
crept into the terminology of life in- 





PURELY MUTUAL 





Income Insurance 
Corporation Insurance 
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THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 


GLO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 

Northwestern Policies are easiest to sell and stay longest in force. 

Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Before Selecting Your Company 
Write to 
H. F. NORRIS 
Superintendent of Agencies 
Milwaukee, Wisconsin 


CHARTERED 1857 





‘‘Large Dividends ’’ 
Low Cest 
Service Policy 

















surance, and with some companies has 
been retained, but in general it has 
been discarded for the word “surplus” 
which is accurately descriptive. A 
“dividend” is a yearly or other allot- 
ment of an earning upon an invest- 
ment. “Surplus” stands for a saving 
a diminished expenditure falling below 
the probable or estimated one that 
might ‘be incurred. A familiar illustra- 
tion is that of a father who supplies 
his son with traveling expenses for a 
journey, or a salesman who draws in 
advance money to be expended in the 
visiting of customers. Neither knows 
accurately what such expenses may be, 
but to be upon the safe side a liberal 
margin is allowed. What is not needed 
is returned. Just so in life insurance. 
It would be sold at a fixed, invariable 
price if it were possible to determine in 
advance what that price should fairly 
be. True the stock companies have a 
settled rate which is made high enough 
to cover all necessary charges and pay 
handsomely in addition for such guar- 
anty of stability as the stock capital 
may afford. No reflection upon them 
is intended when it seems necessary 
to say they have not proved to the 
American public their superiority; for 
the vast bulk of the business is held 
by the mutual organizations, which for 
many years have furnished an equal 
or better grade of life insurance pretty 
uniformly at lower cost. These facts 
ought to dispose of the statement that 
vhere is any “fraud” in the representa 
tions of the companies; but doubts will 
be raised as long as someone shouts 
“Mad dog!” through the medium of a 
highly respectable magazine. 


MEDICAL DIRECTORS MEET HERE 





Completion of Report of Medico- 
Actuarial Mortality Investigation— 
Comprises Five Volumes 


About forty medical directors of lead- 
ing life insurance companies in the 
United States and Canada attended a 
Ginner given at the Hotel Martinique 
last night in recognition of the com- 
pletion of the report of the joint com- 
mittee in charge of the Medico-Actuarial 
Mortality investigation. The report of 
this committee is a monumental work 
involving many months’ labor and com- 
prising five volumes. It is unquestion- 
ably the most important contribution 
to mortality statistics in existence. The 
committee consisted of Dr. Oscar H 
Rogers, medical director of the New 
York Life; Dr. Bromdeth Symonds, 
medical director of the Mutual Life; 
Dr. Thomas H. Willard, medical director 
of the Metropolitan Life; Dr. E. W. 
Dwight, medical director of the New 
England Mutual Life; Arthur Hunter, 
actuary of the New York Life; John 


K Gore, actuary of The Prudential; 
E. E. Rhodes, vice-president of the 
Mutual Benefit, and A. A. Welch, ac- 


tuary of the Phoenix Mutual Life. 

The dinner was tendered to this com- 
mittee by the Association of Life In- 
surance Medical Directors of America. 
Dr. William Evelyn Porter, president 
of the association and medical director 
of the Mutual Life Insurance Company, 
presided as toastmaster and at the con- 
elusion of the dinner presented to each 
member of the committee specially 
bound and suitably inscribed copies of 
the report. 


The quitter is a dis- 


Pays Respects tinct species of man 


to the for whom no one 
Quitter seems to have any 
affection, says the 


Equitable, of Washington. In fact, he 
is a target of derision most every place 
you find him. He never gets to the 
top of anything. He climbs part way 
up, then lets go and slips back again 
to the starting point. He never gets 
anywhere; never reaps a harvest. He 
quits before the harvest is ripe and 
then blames anything and anyone, but 
himself, because he has no crop. 
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MOST EXPENSIVE OF 
ALL INSURANCE SCHEMES 


MASSACHUSETTS SAVINGS BANKS 


Actuary Craig, Metropolitan Life, 's 
Sceptical of Rosy Reports 
Recent'y Issued 


If the system of Massachusetts Sav- 
ings Bank Insurance had been worked 
along lines originally intended by its 
enthusiastic advocates its days would 
have been numbered before this; and 
even with all the advertising that it 
has received and the money that has 
been spent upon it, both recorded and 
unrecorded, it seems quite evident that 
at the present time it needs some outside 
boosting, for last year the combined 
amount of insurance written and re- 
ived was $798,697 as against $974,75% 
4uring the preceding year. The amount 
of insurance written for the year end- 
ing October 31, 1914, was smaller than 
n any previous year. 


The above paragraph is a conclusion 
of some comments made upon Savings 
x Life Insurance in Massachusetts, 
written by Actuary J. M. Craig, of the 
Metropolitan Life, and published in 
The Market World and Chronicle. 

Dividends 

Mr. Craig’s attention had been called 
to an article hy William J. Montgomery, 
State Actuary of Massachusetts, pur- 
porting to explain the sources of gain 
by 
0 






which the Whitman Savings Bank 
- Massachusetts was able to pay $16,- 
600 in dividends to policyholders in 1915. 


Mr. Craig said that Massachusetts ap- 
propriated for the support of the sav- 
ings bank system, including the year 
1914, $112,000. 

This is in excess of all the dividends 
that have ever been paid by all the 
Savings Banks, plus the amount appor- 
tioned to policyholders for the year 
1915, plus the surplus of all the banks 
at the end of October, 1914, which was 
the end of their fiscal year. This 
means that if all the known expenses 
incurred had been charged to policy- 
holders, not only would no surplus be 
shown, out of which to pay dividends, 
but the insurance business of the Sav- 


ings Banks as a whole would actually . 


be insolvent on the basis of valuation 
ised by the State Actuary. The phrase, 
‘absence of large items of expense to 
the policyholders, including agency 
commissions,” is misleading, because it 
mplies that no commissions were paid 


for procuring the business and that 
other expenses, not charged to the 
policyholders but paid from outside 





sources, are of no account. 
Spend Much to Get Business 


t is a well kown fact that the Massa- 
chusetts Savings Insurance League, 
which advertised a membership of 110,- 
000, spent large sums of money in is- 
suing attractive circulars illustrating 
the benefits of Savings Bank Insurance 
in the pay envelopes of workmen, and 
in sustaining a corps of speakers. About 
eighty employers of labor were agen- 
cies for the banks, and in most cases 
had employed an insurance agent to 
interview the men at their work. Wal- 
ter I. Gage, formerly an _ industrial 
agent in Brockton, visited factories as 
the representative of the bank insurance 
league in order to explain policies per- 
sonally. 

Nobody knows how much it cost to 
procure life insurance policies for the 
Massachusetts Savings Banks, because 
there is no one channel through which 
these expenses appear. It is quite prob- 
able, Mr. Craig says, that if access 
could be had to those expenses it would 
be found to be the most expensive 
scheme of life insurance ever devised. 
It is not only true that the total ex- 
penses, incident to the transaction of 
Lusiness, do not appear in the reports 
of the insurance branch of the Savings 
Banks, but it is evident to any one 
who will take the trouble to analyze 
these reports that there is a studied 
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mutual and equitable practice. 
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NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. Its 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
Its low mortality, high interest earnings and economy 
of management insure low net costs. Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 

Gseller, General Manager, 149 Broadway, New York City 

Mullenneaux, Manager, Albany Trust Bldg., Albany, N. Y. 

Day L. Anderson, General Manager, 950 
gruce S. Johnson, General Agent, 1134 Granite B 
Crane, General Manager, Rosenbloom B! 


Purely Mutual 


Ellicott Square, Buffalo, N. \ 
3] > & A 


ig., Syracuse, N. C. 


Rocheste 











effort on the part of the officers of the 
banks to minimize the expenses which 
they are required to report. 

The Berkshire County Savings Bank 

The Berkshire County Savings Bank, 
which commenced business August 1, 
1911, and wrote and revived for the 
year October 31, 1914, 737 policies, hav- 
ing in force a total of 1,975 poiicies, 
claimed to have transacted all its busi- 
ness without occupying any office space, 
for they have not reported any expense 
on account of rent since they began 
transacting business. The same may 
be said of the City Savings Bank which 
commenced business July 15, 1912, and 
which wrote and revived 806 policies 
for the year ending October 31, 1914, 
and had in force 1,459 policies. Mr. 
Craig says it seems to be the practice 
of Savings Banks to report an expense 
en account of rent whenever it suits 
their convenience, for we find in the 
report of the Whitman Savings Bank 
for the year ending October 31, 1908, 
no payment for rent, but under the 
head of liabilities is an item of $50 
due for rent. In the following year 
the report shows a disbursement of $50 
for rent. That must have been the $50 
of liability at the end of the preceding 
year which they paid off, so that there 
was no rent paid for the year ending 
October 31, 1909; and for the year end- 
ing October 31, 1910, they disbursed 
for rent $219.80, with an issue of 1,051 
policies and having in force at the end 
of the year 1,822 policies. 

The People’s Savings Bank, although 
it began business November 2, 1908, did 
not feel it incumbent to make any 
charge for rent until the year ending 
October 31, 1911. 

This controlling desire to minimize 
the expenses, even to the extent of a 
violation of the law, is found in the 
report of the City Savings Bank, which 
has not reported a single dollar for 
salaries since it began transacting busi- 
ness. The Berkshire Bank reported the 
munificent sum of $750 last year for 
salaries of officers and home office em- 
ployes. Mr. Craig continued: 

Not Industrial Insurance 

This Savings Bank Insurance is ad- 

vertised as in competition with indus- 





trial insurance, but it is not industrial 
insurance, as the average amount per 
policy in force at the end of October, 
1914, was $378, as against $169 at the 
end of 1913 in the John Hancock Mutual 
Life—and this was the largest average 
in any industrial company of respect- 
able size. Taking this as a basis, the 
$,439 policies in force in all the banks 
can be divided as follows: 
5,957 at $500 each for $2,978,500 
in insurance, and 
3,482 policies at an average of 
$169, producing $588,458. 
COLGATE’S LIFE BILL 
Companies Can Change from Partici- 
pating to Non-Participating Basis 
and Vice Versa 
Senator Austin Colgate, of New Jer 
sey, has introduced a 
in the New Jersey Senate affecting in 
surance. One of them permits domes 
tic life insurance companies to change 
their business from a pari 
a non-participating basis, or vice versa, 
and prohibits a company from conduct 
ing any other kind of business. 
Senator Colgate is a millionaire, head 
of Colgate & Co., manufacturers of 
soap, and his measures have the back 
ing of leading men in the State 
Senator Dolan has introduced in the 
New Jersey legislature a bill prohibit 
ing any industrial life company from 
1etaining, in whole or in part, the sal 
ary, Or commission of any agent afte 
an industrial policy has been issued. 


number of bills 


sipating to 





DINE POLICYHOLDERS 

Agents of Charles T. Brockway in 
Syracuse are enthusiastic over the two 
days’ conference that was held in that 
city last week, the principal speaker be 
ing M. H. O. Williams, of the home 
office. Mr. Williams explained various 
contracts in a most illuminating way 
and answered questions for several 
hours. 

At a banquet Mr. Williams and Dr. 
J. W. Fisher, and Charies L. Parsons, 
of Toledo, were the leading speakers. 
A feature of the banquet was the pres 
ence of policyholders. Dr. Fisher’s 
topic was “Effects of Risk Selection.” 
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THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Steady 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 


Sure Solid 








ASSOCIATION IS 25 YEARS OLD 


CONNECTICUT LIFE MEN MEET 
Maximilian Stein, of Bridgeport, Elect- 
ed President—Lee Robens Enter- 
tains New England Men 
The annua] dinner of the Connecticut 
Association of Life Underwriters held 
in Hartford a few nights ago was also 
the celebration of the association’s 
twenty-fifth anniversary. Maximilian 
Stein, John Hancock, Bridgeport, was 
president; George W. Green, of 





elected 


Waterbury; Eli G. Weeks, Litchfield, 
vice-presidents; A. J. Edgar, Bridge- 
port, secretary and treasurer. Dele- 


gates were selected for the National As- 


sociation’s convention in San Fran- 
Cisco, 

Charter Members 
rhe association was formed in Octo- 
ber, 1890. The Charter members includ- 


orge M. Carpenter and Colonel B 
I’. Caley of Boston; M. C. Rogers, Aet- 
na Life of Bridgeport; Eli D. Weeks, 
Phoenix, Litchfield; H. E. Harring- 
ton, Mutual Life, of Hartford: B. F 


Pebodie, Standard Life, of Providence; 
H. A. Tyler, Equitable Life, of Hart 
ford: J. L. J on, Massachusetts Mu 
tual of Springfield; F. W. Rogers, Mas- 

ichusetts, of Hartford: Alexander 
H arb New York Life, of Hartford; 
I r. Lyon, Northwestern, of Bridge- 
port Joseph Sx ib, Germania, of 


: Northwestern, 
of New Haven; C. H. Bronson, Massa 





chusetts Mutual, of Waterbury; A. H. 
Bond, Massachusetts Mutual, of Hart- 
ford; W lliam H. Prothero, Connecticut 
Mutual, c. Norwich. 
The Presidents 

The President since organization 
ive been as ws \. T. Richards 
1891 A. H. Bond, 1892; H. A. Tyler 

Eli D. Weeks, 1894 Alexande 

Ha SY5; J. G. Rathbun, 1896: 
B 28S, 1897-1899; F. A. Griswold, 
1900-1901; A J. Birdseye, 19v2; \ 
Shepard Gordy, 1903; George W 
| 1904; | C,. Slayton 905 





‘nham, 1906; Thomas W. Ri 





Tolman, 1909 


1910; Richard M. Northrup, 


1911 
Anderson, 


Rich 


Peter Crona Wins Medal 
Qn Saturday in Hartford Lee C 
Robens, general agent of the New 
ind Mutual Life, entertained a m1 
district managers and agents of the 
New England Mutual Life at a luncheon 
n the Hartford Club. Dr. E. W 


he Com- 





| ht ' , 
ywight, medical director of t 

ily, Who also attended, made an in 
teresting address 4 gold medal, of- 


fered by Vice-President 
agent writing the 
new busit ess 


greatest 


to tl 
volume of 
on old policyholders, was 
on by Peter Crona, of New Britain 
rhe medal had been twice won by Fred 


D. Hastings, of Plair , Conn. 





MAY ISSUE $1,000 POLICIES 


New Plan of Massachusetts Savings 
Bank Life Insurance—Walsh Signs 











Bill 

Governor Walsh has signed a bill per- 
mitting the savings insurance banks in 
Massachusetts to issue life insurance 
policies for one thousand dollars 

These banks have hi r n 

ed by law to policies not exceeding 
$500 As there are four banks engaged 
in the life insurance business the larg 


est amount of insurance which any in- 


al could secure has been $2,000, 





or $500 in each bank Now, this 
uunt has been doubled, and a total 
nsurance of $4,000 may be applied for 
by any resident of Massachusetts. 
The four banks with insurance de 
irtments are Whitman Savings Bank, 
Whitman; People’s Savings Bank, 





Brockton; Berkshire 
Bank, Pittstield: City Savings Bank of 
Pittsfield, and these banks are issuing 
various forms of life insurance, such as 
straight life, twenty payment life and 
twenty-year endowment policies. 


County Savings 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book.Increase His 
Income and General Efficiency 








Jchn I. D. Bristol, 

J.1.D. Bristol’s manager of New York 

Letter to City Agencies of the 
Business Men Northwestern Mutual 

Life, has mailed thou- 
sands of letters to the public, reading 
as follows: 

“There are two factors underlying 
your business that have recently be- 
come of the utmost importance. Pos- 
sibly you have not thought of them.” 

The Eastern Underwriter asked Mr. 
Bristol to te'l what these factors are, 
and has received the following letter 
from Mr. Bristol: 

The “Two Factors” mentioned in our 
recent communication to you, are: 

1. The decreasing value of the 
dollar—necessitating about $131,000 
to accomplish to-day what $100,000 
did five years ago. 

2. The greater need of immediate 
capital in the prompt settlement of 
estates—owing to the peculiar fi- 

nancial conditions now prevailing. 

Both of the above conditions are 
likely not only to continue, but, without 
doubt, to become even more paramount 
factors as time goes on. Consideration 
of these conditions is of the utmost 
importance. All danger likely to accrue 
from them, can be obviated by an in- 
creased line of life insurance—to an 
extent at least sufficient to balance the 
shrinkage of the doilar. 


x + * 
The Illinois Life 
Do Agents asks its agents not to 
Quote Too use too many figures 
Many Figures when soliciting and 
quotes a man, ex- 


amined for insurance, as follows: 

Why is it that insurance men all 
seem to have the idea that in order to 
sell a policy it is necessary for them 
to go into minute detail as to the cost 
and cash results to the living policyhold- 
er, and explain technical features, dis- 
cuss assets, surplus, reserves, death rate 
dividends, interest earnings, and a whole 
lot of other stuff which is pure Greek 
to the average man? One of my neigh- 
bors died a few weeks ago and we were 
all shocked when we learned how small 
his estate was and the small amount 
of insurance that he carried. That set 
me to thinking, and that’s way I am 
applying for this additional insurance. 
It seems strange to me that what, to 
my mind, is the strongest argument 
for insurance, and the one which must 
appeal with equal forcé to all right- 
thinking men, is, so far as my experi- 
ence with insurance salesmen goes, the 
one least used. 

Undoubtedly there is something of 
value to many of us in this frank criti- 
cism of our methods. Perhaps we do 
dwell too much on the cost, the re- 


turns to the living policyholders and the 
selfish advantages accruing to him if 
he takes the insurance, and not enough 
on the real bedrock reason for life in- 
surance, Mary and the Children! 

A concrete example of what life in- 
surance, or the lack of life insurance, 
has meant to some family may get 
satisfied and 


more signatures, more 
persistent policyholders than all the 
arguments we can make in figures. 
* * * 
H. F. Vandiver, of 
Tobacco Montgomery, Ala, in a 
Saving Buys letter to “The Amer- 
Insurance ican,” presents the fol- 


lowing arguments when 
soliciting in small communities in that 
State: 

“Why shouldn’t a man buy life insur- 
ance this year, even more so than last 
year? For illustration: Suppose Mr. 
Farmer make one hundred bales of 
cotton this year, expecting to receive 
$6,000 for it, when he only receives 
$3,000. His family is $3,000 worse off 
than they were last year, in the event 
of his death. 

“The average man can buy life insur- 
ance at seven cents per thousand, per 
diem, cost to him. The average farmer 
chews ten cents worth of tobacco, 
drinks twenty-five cents worth of 
liquor, smokes fifteen or twenty cents 
worth of cigars per diem. I have the 
courage to stand up and tell him that 
he is a pretty stingy, rotten husband 
to gratify his own wants during his 
life time and not to make provision for 
his wife and babies after he is dead 
and gone. Don’t you think so? 

“Every man’s earning capacity should 
be insured. A man who dies with $5,000 
worth of insurance, if this money is 
put out at 8 per cent. interest, leaves 
an income of $400 a year to his 
family. How long will it be before his 
wife and children will have to draw on 
the principal and how long will this 
principal last when they start to draw- 
ing on it? He makes during his life- 
time $1,800, and lays aside $150 to pro- 
tect his family with. Life insurance 
is nothing but hard, common sense, and 
a business proposition. If it is a good 
thing for a rich man to make provision 
to leave a large amount of insurance 


when he dies, why shouldn’t a poor 
man follow right in his footsteps?” 
+ 7 * 
However much_ you 
Put might wish to own a 
Yourself home costing from 


three to four thousand 
dollars, which amount, 
you were informed, must be paid in one 
sum at once, would you be impressed 
with any selling talk, no matter how 
clever, if your income were $100 per 
month, and your cash on hand about 


In His Place 





MR. AGENT: 


ABILITY—is a FAST SELLER. 


Our New 20-Pay Policy which GUARANTEES TERMINAL CASH 
VALUE EXCEEDING the TOTAL OF TWENTY PREMIUM PAY- 
MENTS, also covering DOUBLE INDEMNITY and TOTAL DIS- 


“LIVE and WIN” Policy 


Good territory open for experienced closers. 


RESERVE LOAN LIFE 


INDIANAPOLIS, INDIANA 


It is a 


$3.75? says an agent of The Prudential. 
Your idea as to the saneness of the 
agent who tried to sell it to you would 
hardly be fit to print. You would very 
properly think, “Why didn’t he put 
himself in my place and he would have 
known that I couldn’t buy it?” But 
suppose the salesman had told you 
that the house could be purchased by 
paying $25 each month, would you not 
have jumped at the opportunity? 

The wages of the great majority of 
men whom you canvass range from $15 
to $25 per week, and are received 
weekly. From this weekly wage must 
be set aside the different amounts nec- 
essary to feed, clothe and house the 
family, pay insurance premiums, pro- 
vide any recreation possible and all of 
the incidental expenses of the house- 
hold for the week. 

Do you make the same mistake in 
soliciting for Ordinary insurance that 
the real estate salesman made? No, 
not if you are a tactful, intelligent agent 
for you put yourself in the other fellow’s 
place, you sense his mental attitude, 
and, as a result, you do not quote the 
annual premium of $21.90 at age 35, rep- 
resenting, as it does, an entire week’s 
wages, or more, but you tell him that 
for 42 cents per week he can carry 
$1,000 of insurance. The instantane- 
ous mental impression created in the 
mind of the prospect is: “I can afford 
to buy it,” resulting in a desire for the 
policy, and, to you, the difference be- 
tween success and failure. 

It is a very simple matter, when the 
application has been written, to ex- 
plain that the premiums are payable 
quarterly, semi-annually or, preferably, 
annually, because the favorable mental 
attitude and receptive mood have been 
established. 


* a ok 
Here’s the differ- 
Difference ence between do- 
Between Success ing it and not do- 
and Failure ing it—here’s the 


difference between 
success and failure in our business! 
“A big producer connected with an- 
other company came to me the other 
day and gave me a nice application,” 
says R. J. Mix, of The Prudential. “As 
he handed over the check in settlement 
znd accepted one of my fair to middling 
cigars, he said something like this: 
“‘“Funny thing about that case! I 
was on a straight canvass and saw 
that chap’s name on the door. He was 
a big man—an awfully big man—and 
I’ll confess that I felt timid about turn- 
ing that door-knob, but I said to my- 
self, “Look here, old man—you’re try- 
ing to shirk your duty—open that door, 
walk in and state your case as one 
man to another’ So in I went, told 
him what I was there for, was invited 
to sit down and in a very few minutes, 
I had his application for $125,000 of 
insurance! To-day, I received a certi- 
fied check .n settlement of the pre- 
mium! He then agreed to take this 
additional insurance which I’m placing 
with you!’ 
“Now, fellows, just stop and think 
that over—analyze it—dig into it—con- 
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sider what it all means! Heavens and 
earth—think how close that agent 
came to losing $1,500 in commissions, 
plus renewals! Why it’s enough to 
make chills go up and down your back- 
bone! If he hadn’t been on a straight 
canvass or if he’d weakened when he 
stood before that man’s office door 
what a difference! 

“The story is a true one, and it hap- 
pened but a few days ago. I don't 
wonder that that agent wears good 
clothes and shows all the evidences of 
great prosperity! He prospers because 
he tries—because when something in 
side of him says ‘You go and do such 
and such a thing,’ he doesn’t say ‘Oh, 
pshaw—I don’t think it’ll pay’ or ‘Maybe 
I’ll do it to-morrow or next day’ or 
‘There’s no use!’ No, sir—he just 
simply goes ahead and does it—he obeys 
the call and, if he loses ten times, he 
wins on the eleventh attempt! He 


wouldn’t win at all if it weren’t for 
trying. 
“Now, what that man did, you can 


do! Where, oh where, is the power on 
earth, over the earth or under the earth 
that can make you see and believe 
that?” 





SECURITY MUTUAL EARNINGS 


The Security Mutual of Binghamton, 
N. Y., has passed the $7,000,000 mark 
in assets. 

In 1913 the Company’s average inter- 
est earnings on all its bond invest- 
ments was 4.35 per cent.; in 1914 it 
was 4.41 per cent. In 1913 the Com- 
pany’s average interest earnings on all 
its mortgage investments was 5.33 per 
cent.; in 1914 it was 5.51 per cent. 

The average interest on bonds pur- 
chased and mortgage investments made 
in 1914 was 5.34 per cent. and 5.96 per 
cent. respectively. 


L. E. Simmons has been made director 
of agents in Indiana for the Pittsburgh 
Life & Trust Co. 








Term to 65 (convertible) ($1,000) 
Five Year convertible ($1,000) 





Dividends paid in 1914 on Annual Divid 


THE EQUITABLE LIFE 


LARGE ANNUAL DIVIDENDS—LOW NET COST 
Mortality saving has been more than 50% for past ten years 


Full line of Policies and Annuity Contracts, including these recent New Policies : 
Ordinary Life $5,000 non-participating, Premium at age 35 - - $100.45 
“ “ « 


Address J. C. CUMMINS, President, DES MOINES, IOWA 


d Policies 
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ded Death Claims by more than $41,000.00, 
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“BUILT FOR ALL TIME” 


Sen Aataale Life nsmance Ce, 


GROWTH IN ASSETS 


Men of character and ability can secure agency contracts by writing 
HENRY A. HODGE, President 


INSURANCE IN FORCE 
BBO... ncccccccecceses $2,629,020,00 
911.. - 4,083,650.00 
912.. - 4,715,584.00 
6,134,044.00 


543,004.04 
607,788.11 

















Assets over One Million. 
(average One Million a month). 


Important open territory. 





The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 
Business received first eight months, 


We want a capable general agent for vacant office. 


1913, over Eight Million 
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MORE MISSOURI STATE LIFE DIVIDENDS 
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For the second year in succession 
the Missouri State Life of St. Louis has 
made the basis of dividend apportion- 
ments more liberal. The schedule is 
applicable to ordinary life, twenty pay- 
ment life and twenty year endowment, 
annual dividend policies. This sched- 
ule becomes effective April 1. 


An interesting commentary on the 





management of the Missouri State Life 
is the fact that the average rate of in- 
terest earned during 1914 was 6.8 per 
cent. The Company secures its first 
mortgage loans in all cases by property 
worth at least twice the amount of the 
loan, and these loans represent more 
than 70 per cent. of the invested funds 
of the Company. The new dividend 
schedule follows: 


20 PAYMENT LIFE 
Schedule of Annual Dividends Payable in 1915 


Year of Issue 











3 Fi 1914 : 1913 1912 * 1911 1910 
= £8 z 3 z : z “ ) 5 ~ 2 
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20 $29.35 $4.16 $25.19 $440 $24.95 $4.65 $24.70 $4.91 $24.44 890 $5.18 $24.17 
21 ag8I 4-23 25.58 4 25.33 4-73 25.08 5.00 24.81 5-27 24.54 
22 30.26 4-30 25.96 4-55 25.71 4.81 25.45 5-07 25.19 5-35 24.91 
23 30.76 4-37 20.39 4.62 2.14 4.89 25.87 5.16 25.60 5-45 25.31 
24 = 31.27 4-43 26.84 4.69 26.58 4-96 26.31 5.24 26.03 3.53 25.74 
25 31.78 4-51 27.27 4-77 27.01 5.05 2.73 5-34 26.44 5.63 20.15 
2% 32.32 4.58 27.74 4.85 27.47 5-13 27.19 5-43 26.99 5-73 26.59 
27 = 32.89 4.66 28.23 4.94 27.95 5-23 27.66 5.52 27.37 5.83 27.06 
28 = 33.48 4-75 28.73 5-03 28.45 5-33 28.15 5-63 27.85 5-95 27.53 
2 34.08 4-83 29.25 5.13 28.95 5.43 28.65 5.74 28.34 6.07 28.01 
30 34.72 4-92 29.80 5.22 29.50 5-53 29.19 5.86 28.8 6.17 28.55 
31-35-37 5.02 30.35 5-33 30.04 5-64 29.73 5.97 29.40 6.30 29.07 
32 36.06 5.12 30.94 5-43 30.63 5-75 30.31 6.08 29.98 6.42 29.64 
33-3676 5.23 31-53 5-54 3i.22 5.87 30.89 6.22 30.54 6.57 30.19 
34 37-50 5.34 32.16 5.66 31.84 6.01 31.49 6.36 31.14 6.71 30.79 
35 38.28 5-45 32.83 5-79 32.49 6.14 32.14 6.49 31.79 6.86 31.42 
36 39.09 5.58 33-51 5.92 33-17 6.28 32.81 6.65 32.44 7.02 32.07 
37-39-93 5-71 34-22 6.07 33-86 6.43 33-50 6.81 33-12 7-19 32.74 
38 = 40.83 5.86 34-97 6.21 34.62 6.58 34.25 6.96 33-87 7-36 33-47 
390s 41.75 6.00 35-75 6.36 35-39 6.75 35.00 7-14 34-61 7-55 34-20 
49 = 42.72 6.16 36.56 6.53 36.19 6.93 35-79 7-34 35.38 7:75 34-97 
41 43-75 6.33 37-42 6.72 37.03 7-11 04 7-53 30.22 7-95 35-8 
42 44.82 6.51 38.31 6.90 37.92 7-31 37-51 7.74 37.08 8.18 36.64 
43 45-97 6.69 39.28 7.10 38.87 7-52 38.45 7:97 38.00 8.42 37-55 
44 47.19 6.90 40.28 7.32 39.86 7-76 39-42 8.20 38.98 8.67 38.51 
45 48.44 7.12 41.32 7-55 40.89 8.00 40.44 8.47 39-97 8.94 39-5 
46 49.80 7.36 42.44 7.80 42.00 8.27 41.53 8.74 41.06 9-24 40.56 
47 $1.22 7-60 43-62 8.06 43-16 an 42.67 9.04 42.18 9.48 41.74 
48 = $2.75 7.87 44.88 8.35 44.40 8. 43.91 9.29 43-46 9-74 43-01 
49 54.30 8.17 46.19 8.66 45-70 9.10 45.26 9.57 44-79 10.01 44-35 
50 56.08 8.50 47.58 8.04 47-14 9.39 69 9.84 40.24 10.31 45-77 
51 57.92 8.76 49.16 9.21 48.71 9.66 48.26 10.13 47-79 10.60 47-32 
52.59.87 9.05 50.82 9.51 50.36 9.98 49-89 = 10.45 49-42 10.93 48.94 
53 61.95 9-37 52.5 9.83 52.12 10.31 51.64 10.78 51.17 11.29 50.66 
55 66.58 — 10.05 56.53 10.53 56.05 = 11.02 55-5 11.51 55-07 12.00 54.58 
56 6y.I5 10.42 58.73 10.91 24 11.40 57-75 11.89 57.26 12.39 56.76 
59 ©=—- 78.04 11.70 06.34 12.20 65.84 12.70 65.34 13.19 65.85 13.67 64.37 
20 YEAR ENDOWMENT 
Schedule of Annual Dividends Payable in 1915 
* 
20 $49.91 $5.76 $44.15 $6.25 $43.66 $6.78 $43.13 $7.31 $42.60 $7.87 $42.04 
21 50.00 5.78 44.22 6.29 43-71 6.81 43-19 7.35 42.65 7-91 42.09 
22 50.11 5.83 44.28 6.33 43-78 6.85 43-26 7-39 42.72 7-94 42.17 
23 «50.22 5.86 44-36 6.36 43-86 6.88 43-34 7-42 42.80 7-98 42.24 
24 550.34 5.90 44-44 6.40 43-94 6.92 43-42 7-46 42.88 8.03 42.3! 
25 50.47 5-94 44-53 6.44 44-03 6.97 43-50 7-51 42.90 8.06 42.41 
26 = 50.60 5-99 44.61 6.50 44.10 7.02 43-58 7.56 43-04 8.12 42.48 
27 50.74 6.04 44.70 6.54 44.20 7-06 43.68 7.60 43-14 8.16 42.58 
28 50.90 6.08 44.82 6.59 44.31 7.12 43-78 7.65 43-25 8.22 42.68 
29 «551.06 6.14 44.92 6.65 44-41 7-17 43.89 7-71 43-35 8.27 42.79 
30 51.25 6.20 45.05 6.70 44.55 7.22 44-03 7497 43-48 8.32 42.93 
3i 51.44 6.26 45.18 6.77 44.67 7.30 44-14 7.83 43-61 8.39 43-05 
32. «§1.65 6.33 45-32 6.83 44.82 7.36 44-29 7-90 43-75 8.47 43-18 
33.51.88 6.39 45-49 6.90 44.98 7-43 44-45 7-97 43-91 8.54 43-34 
34 52.13 6.47 45-66 6.98 45-15 7-51 44.62 8.05 44. 8.61 43-52 
35-52-41 6.54 45-87 7-05 45.36 7.58 44.83 8.13 44.28 8.70 43-71 
52.70 6.64 40.06 7-15 45-55 7-68 45-02 8.23 44-47 8.80 43-90 
37: $3.02 6.72 46.30 7-25 45-77 7-78 45-24 8.33 44.69 8.89 44.13 
38 53.40 6.82 46.58 7-33 46.07 7-87 45-53 8.43 45.07 9.00 44-40 
39 =: 53-79 6.94 46.85 7-45 46.34 7-99 45-80 8.54 45-25 9.12 44-67 
40 54-23 7.05 47.18 7.57 46.06 8.11 40.12 8.66 45-57 9.24 44.99 
41 $4.72 7-17 47-55 7-69 47-03 8.23 46.49 8.80 45.92 9-37 45-35 
42-55-25 7-31 47-94 7-83 47-42 8.38 46.87 8.95 40.30 9.53 45-72 
43-55-85 7-45 48.40 7.98 47.87 8.53 47-32 9.10 75 9.69 40.16 
44 56.51 7.61 48.90 8.15 48.36 8.70 47.81 9.27 47.24 9.86 46.65 
45 57-24 7.80 49-44 8.33 48.91 8.90 48.34 9.48 47.76 10.07 47-17 
99 61.04 8.68 52.30 9.28 51.76 9.78 51.20 10.31 50.73 10.87 50.17 
50 62.24 8.96 53-28 9-47 52.77 10.00 52.24 10.54 51.70 11.09 51.15 
55 70.40 10.35 60.05 10.87 59.53 11.41 58.99 11.94 58.46 12.49 57-91 
60 83.41 12.32 7 12.85 70.56 13.38 70.03 13.89 69.52 14.40 69.01 


1.09 70. 
*New Premium Rates were adopted January 


I, 1915. 


ORDINARY LIFE 
Schedule of Annual Dividends Payable in 1915 


20 $19.18 $3.31 $15.87. $3. $15.76 
21 19.59 3-37 16.22 3.48 16.11 


22 20.02 3-43 16.59 3-54 16.48 
23 20.47 3-50 16.97 3-61 16.86 
24 = - 20.95 3-55 17.40 3-68 17.27 
25 21.44 3-62 17.82 3-75 17.69 
2a 21.97 3.69 18.28 3-83 18.14 
27 22.52 3-76 18.76 3.90 18.62 
2 23.09 3.84 19.25 3-99 19.10 
29 23.71 3-92 19.79 4.08 19.63 
30 24.33 4-00 20.33 4.17 20.16 
31 25.01 4.09 20.92 4.26 20.75 
32 25.71 4.20 21.51 4-37 21.34 
33 26.45 4-29 22.16 4.47 21.98 
34 27.23 4-40 22.83 4.59 22.64 
35 28.06 4-51 23-55 4.72 23-34 
36 = 28.04 4-63 24.31 4-84 24.10 
3729.85 4-75 25.10 4.98 24.87 
38 = 30.83 4.90 25.93 5.12 25.71 
39 31.85 5.04 26.81 5.28 26.57 
40 «= 32.94 5-19 27.75 5-44 27.50 
41 34-10 5.36 28.74 5.62 28.48 
42 35.32 5-54 29.78 5.81 29.51 
43 36.63 5.72 30.91 6.01 30.62 
“4 38.01 5.92 32.09 6.22 31.79 
45 39-49 6.14 33-35 6.46 33-03 

41.05 6.38 34 6.71 34-34 
47 42.71 6.62 36.09 6.98 35-73 

44.50 6.89 37.61 7.27 37-23 





$3.54 $15.64 = $3.65 $15.53 $3.78 = $115.40 
3-60 9-15.99 3-72 15.87 3-84 15.75 
3-67 16.35 3-79 16.23 3-92 16.10 
3-74 16.73 3.87 16.60 4.00 16.47 
3.81 17.14 3-94 17.01 4.09 16.86 
3.88 17.56 4.02 17.42 4-17 17.27 
3.97 18.00 4-12 17.85 4-27 17.70 
4.05 18.47 4-21 18.31 4.36 18.16 
4.15 18.94 4.30 18.79 4-46 18.63 
4.24 19.47 4-41 19.30 4.58 19.13 
4-33 20.00 4-51 19.82 4.69 19.64 
4-44 20.57 4.62 20.39 4.80 20.21 
4-55 21.16 4-74 20.97 4.94 20.77 
4.66 21.79 4- 21.59 5.07 21.38 
4.80 22.43 5.00 22.23 5-21 22.02 
4.93 23.13 5.14 22.92 5.36 22.70 
5-06 23.88 5-29 23.65 5-51 23.43 
5.21 24.64 5.44 24.41 5.68 24.17 
5-37 25.46 5.61 25.22 5.86 24.97 
5-53 26.32 5.78 26.07 6.04 25.81 
5.70 27.24 5.97 26.97 6.25 26.69 
5.89 28.21 6.17 27.93 6.47 27.63 
6.09 29.23 6.39 28.93 6.69 28.63 
6.31 30.32 6.62 30.01 6.94 29.69 
6.54 31.47 6.87 31.14 7.20 30.81 
6.79 32.70 7-13 32.36 7.48 32.01 
7.06 33-99 7-41 33-64 7-79 33-26 
7-34 35-37 7-72 34.99 8.04 67 
7.65 36.85 7.98 36.52 8.31 19 


THE 


METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1914 was: 
626 per day in Number of Claims Paid. 


8,040 per day in Number of Policies 
Issued and Revived. 








$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 





$305,754.00 per day in Payments to 





BA Policyholders and Addition to Re- 

; serve. 

pat $161,826.87 per day in Increase of 
nk q | Assets. 





INSURANCE COMPANY 
CE BUILDING 


5 


‘AN 
HOME 0 


' JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


Assets. .... 
Liabilities.......... 
Capital and Surplus... 





15,423,933.48 
: ‘ $1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 


Is Paying its Policyholders over .......... : 








DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 








vAL_ 
Semiriar— 


WiFE INSURANCE COM 
or MASSACHUSETTS 






BOSTON 











Industrial and Ordinary Insurance 


The WESTERN and SOUTHERN LIFE 


INSURANCE CoO. 
Home Office ....... . CINCINNATI, O. 
Organized February 23, 1888 W. J. WILLIAMS, President 
er Te ene a ere ee ee $ 8,763,565 
Insurance in Force ........... \, eaneee wat 79,619,535 


Branch offices in all the larger cities of Ohio, Kentucky, Indiana, West 
Virginia and Western Pennsylvania 


AGENTS WANTED 








Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; B. F. 
Hadley, Vice-President; G. A. Watson, 
Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 

Subscription Price $3.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879. 


A PERSONAL WORD 

Having disposed of my entire propri- 
etory interest in The Eastern Under- 
writer Company, publishers of The 
Eastern Underwriter, to Clarence Ax- 
man, my connection with the corpora- 
tion and with insurance journalism, 
with the present 


ceases close of the 
week. 

In surrendering partial ownership in 
a publication, founded over eight years 
ago, and with which I have since been 
continuously connected as an associate 
editor, I do so in the full assurance that 
the policy adopted with the initial issue 
and never deviated from, will be ‘con- 
followed by Mr. Axman, 
energy and 


sistently 
mental equipment, 
unusual newspaper experience peculiar- 
ly fit him for the task. Gratifying as 
has been the success of The Eastern 
Underwriter, I am firmly convinced that 


whose 


its record thus far is simply an earnest 
of far greater things to be accom- 
, the new administration. 

To those in the underwriting ranks 
who have extended the right hand of 
fellowship to me in the years gone by, 
and to whose kindly aid and counsel I 


plished by 


owe so much, I return sincere thanks, 
and ask that the same unfailing cour- 
tesy be given to Mr. Axman. 

It has been a 
worked shoulder to shoulder with men 
of the stamp of Henry H. Putnam, B. 
F. Hadley and Clarence Axman, and I 
have been the better for it. 

While retiring from insurance jour- 
nalism, my interest in insurance is by 


pleasure to have 


no means at an end, for I plan a line of 
work which will keep me in close touch 
with the fire branch of the business, 
and will, I trust, aid not a little in its 
upbuilding. 

My purpose is to form a Nation wide 
movement of manufacturers and archi- 
tects for better building laws, superior 
building extin- 
In other words, 


construction and fire 
guishment equipment. 
to produce a higher type of buildings 


and to reduce by the most positive 
means the enormous annual fire loss of 
the country, profiting thereby the in- 
surer, the assured and the State. The 
work is a man’s sized job; limitless as 
to possibilities and might well engage 
the energies of one. possessed of far 
greater talents than the writer. 


GEORGE A. WATSON. 





The resignation of George A. Watson 
as one of the editors of The Eastern 
Underwriter, was received with regret. 
In all the years during which he was 


connected with insurance journalism, 
his aim has ever been for the better- 
ment of the business. His ideals have 
been high, and during the days when 
insurance journalism was on trial he 
was one of a small group of men who 
carried it through to its present high 
plane, of giving service and educating 
the agent. But for men of the ability 
and character of Mr. Watson, who kept 
and retained the confidence and respect 
of underwriters, insurance journalism 
would not have reached its present 
position. He leaves to enter a field that 
needs cultivation by men of his stamp, 
and he carries with him the best wishes 
for success of the staff of The Eastern 
Underwriter. 
THE HDITOR. 


MOODY’S MAGAZINE. 

No matter how limited is the circu- 
lation of a magazine it may do a great 
deal of harm by the publication of an 
absurd article, particularly if the sub- 
ject tackled is a big one. The Eastern 
Underwriter has given considerable 
space to answers made to the life in- 
surance articles in Moody’s Magazine, 
not because the magazine is important 
but the subject of the article demands 
attention and erroneous. statements 
should be corrected. 





MISSOURI STATE LIFE DIVIDENDS 
The action of the Missouri State Life 
in liberalizing the basis of its dividend 
apportionments is interesting in view 
of the fact that this is the second year 
in succession that the Company has 
been able to accomplish this. During 
the past two years the Company’s sur- 
plus earnings have been unusually satis- 
factory. The exceptionally high rate of 
interest which it secures on its funds, 
its favorable mortality experience and 
the economical management are re- 
sponsible for the achievement. The 
Company is to be congratulated. 





BROKERS AT ALBANY 
Oppose Bill Canceling Policies if Premi- 
ums Are Not Paid in Thirty 
Days 
President Hegeman and Secretary 
Law, of the Fire Brokers’ Association 
of New York, Samuel Block, D. F. Dris- 
coll and other New York brokers at- 
tended a hearing in Albany on Wednes- 
day of this week. The New York bro- 
kers made speeches against the pass- 
age of the bill, canceling a fire policy 
if premium is not paid in thirty days. 
The brokers endorsed the bill aimed at 
the practice of life insurance companies 
in designating certain brokers to han- 

dle fire insurance for mortgagees. 

DISCUSS AGENCY SITUATION 

The ninth annual banquet of the 
Hartford Insurance Institute was held 
in Hartford on Monday night. Commis- 
sioner Mansfield, of Connecticut, was 
the principal speaker, discussing the 
agency situation. W. H. Merrill, of Chi- 
cago, spoke on Fire Prevention. W. E. 
Underwood, of New York, discussed 
Straight Thinking. 





LEAVES “INDEPENDENT” 

H. H. Johnston has resigned as busi- 
ness manager of the Life Insurance In- 
dependent, with which paper he has 
been associated for four years. He will 
take up the mail-order work business in 
the fieid of insurance. 

Irving Brewster, of the Insurance 
Field, has resigned to go with the 
Home (Fire) Insurance Company, of 
New York. 

C. M. Cartwright, of The Western 
Underwriter, is ill in a Chicago hos- 
pital. 

Captain Charles W. Burpee, editor of 
the Phoenix Mutual Life publications, 
was a recent speaker at the Hartford 
public school on “School Needs in 
Hartford.” 











| The Human 1 Side of Insurance 











SAMUEL B. BREWSTER 


Samuel B. Brewster, manager of the 
Burglary Insurance Underwriters As- 
sociation, is the “right man in the 
right place’ and the organization is 
fortunate in securing so efficient an 
executive. Possessed of an analytical 
experience with the burglary insurance 
business he is peculiarly equipped to 
aid in solving the problems confronting 
both head office and field men in this 
particular branch of underwriting, and 
is applying himself to the task with a 
zeal that promises the early accom- 
plishment of much desired results. Mr. 
Brewster’s first association with the in- 
surance business was as an executive 
of the Aetna Indemnity Company; sub- 
sequently he joined the New Amsterdam 
Casualty, traveling about the country 
in its interest, and gaining that close 
insight into agency matters, which has 
proven so helpful to him in his pres- 
ent important connection. The experi- 
ence classification plan of the Bur- 
glary Insurance Underwriters Associa- 
tion, mentioned in outline in these 
pages on February 12th, is an ambi- 
tious task, but one which Manager 
Brewster is fully able to carry out, 
and the result of which will prove of 
the greatest interest to all members of 
the association, and the burglary un- 
derwriters generally. 

* . ? 


John Kavanagh, otherwise known as 
the Duke of Rochester, the English Pre- 
mier, and the Up-State Chesterfield, has 
added another to his already large num- 
ber of richly deserved titles, that of presi- 
dent, having been elected to head the 
New York State Association of Cas- 
ualty and Surety Agents at the annual 
meeting in Syracuse last week. ‘he 
association may be congratulated on 
selecting so worthy a man to succeed 
the able retiring president, A. T. Arm- 
strong. Mr. Kavanagh is a corking 
good story teller, golf player of no 
mean ability, a club man and a general 
prince of good fellows. He bears an en- 
viable reputation in the field of casu- 
alty insurance ‘and enjoys the respect 
and goodwill, not only of the agents in 
the Empire State, but of all who know 
him and they are legion in other sec- 
tions of the country. The Eastern 
Underwriter predicts a successful ad- 
ministration of the office of president 
of the Casualty and Surety Agents As- 
sociation by its new chief officer. Mr. 
Kavanagh represents the accident and 
health department of the Standard Ac- 
cident Insurance Company as general 
agent with headquarters at Rochester. 

* ¢- 

Robert L. McKechnie has been put in 
charge of the claim and investigating 
division of the Public Savings Insurance 
Company of Indianapolis. 


M. J. O’Brien and W. H. Ryan, of 
Buffalo, in attendance at the fourth 
annual meeting of the New York State 
Association of Casualty and Surety 
Agents, at. Syracuse, strenuously ob- 
jected to the orange colored conven- 
tion badges furnished by the associa- 
tion at this meeting. The issue was 
compromised by O’Brien and Ryan ulti- 
mately wearing the badges, showing 
that great men can meet a situation 
and not let it floor them. 

+. « 


Guy W. Francis, the new managing 
underwriter of the Vulcan Fire of Cali- 
fornia, began his career as an Office 
boy with the North British & Mercan- 
tile in New York. Afterward he was 
with the London Assurance. Going to 
the coast he was associated with the 
Connecticut Fire for twenty-one years. 
For many years he was special agent, 
later becoming assistant manager. The 
Company will grow in importance and 
influence under the guidance of Mr. 
Francis, who has a splendid reputation 
for ability. 

+ * * 

Charles M. Slocum, special agent in 
the Northern part of New Jersey for the 
Continental and the Fidelity underwrit- 
ers, now rounding out his thirty-eight 
year in the insurance business, is one 
of the most successful specials in the 
State. His loss ratio for the Continen- 
tal last year was practically low. Mr. 
Slocum’s insurance experience began in 
Boston, from there he went with the 
Aachen & Munich, where he was assist- 
ant United States manager. About 
twelve years ago he joined the field 
forces of the Continental. L. W. Sloc- 
um, a son of Charles M. Slocum, is now 
with the Atlee Brown Rating office in 
Trenton, and was formerly with the 
North British & Mercantile. 

= € o 

Robertson Macau'ay, president of the 
Sun Life of Canada, has just celebrated 
his eighty-second birthday. He has 
been connected with life insurance for 
sixty-one years, forty-one years of 
which were spent with the Sun Life. 
He has seen the assets of that com- 
pany grow from $130,000 to $64,000,000. 
His long career has been full of honors, 
and no one in Canada is held in greater 
respect. 

+ > 

Ralph G,. Potter, secretary of the 
Fire Underwriters’ Association of New 
York State, is president of the City 
Club of Syracuse, which has a large 
membership among insurance men and 
is one of the most hospitable clubs in 
the city. Mr. Potter is a hard worker, 
and a valuable man for the insurance 
interests. 

» & 


William McDermott, of Fond du Lac. 
Wis., has represented the Travelers for 
forty-four years. He has never placed 
a policy in any other company. His 
son, J. P. McDermott, is also a repre- 
sentative of the Travelers and in 1914 
stood second among all the agents of 
the Company in accident business writ- 


ten. 
~ * * 


H. B. Rosen, the leading producer of 
America, has just been paid a unique 
tribute by the New York Life. His 
Inspector of Agencies asked the privi- 
lege of permanently removing his name 
from the Monthly Leaders’ List of the 
Eastern Department in order that 
others might win the privilege of occu- 
pying first place on the list, in view 
of Mr. Rosen’s persistent topping of the 
list and with every prospect of duplicat- 
ing this feat every month this was 
done. The New York Life says: “Mr. 
Rosen is in a class by himself among 
the insurance writers of his time.” 

« * e 


Hubert Cillis, the distinguished presi- 
dent of the Germania Life, is one of the 
American trustees of the Rossia Insur- 
ance Company, of Petrograd. 
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HEARING FOR NEW COMPANIES 


HARTFORD MEN TELL PLANS 
Travelers Back of American Reinsur- 
ance and a Fire Company—Scottish 


U. & N. Indemnity 


Hartford is to have three new insur- 
ance companies. Hearings on the 
charters were held by the legislative 
committee last week. One of the com- 
panies was to be known as the Fire 
and Casualty Reinsurance Company. 
Its ineorporators are officers of the 
Travelers. 

American Reinsurance Company 

William BroSmith, representing the 
incorporators, presented a_ substitute 
bill, changing the title to the American 
Reinsurance Company, to start with a 
capital of at least $500,000 with per- 
mission to increase it to $5,000,000, and 
revising the list of incorporators to in- 
clude the following: Morgan G. Bulke- 
iey, Richard M. Bissell, Morgan B. 
Brainard, Lyman B. Brainerd, William 
BroSmith, Charles E. Chase, John L. 
Way, Francis T. Maxwell, Sylvester C. 
Dunham, Edward Milligan, C. L. F. 
Robinson, Louis F. Butler, William B. 
Clark, John R. Hills and Charles L. 
»pencer. 

It was pointed out by 
and Sylvester C. Dunham that reinsur- 
ance is more in demand now than ever 
before, the adoption of compensation 
laws in a number of States making it 
desirable to the companies that take 
risks to cover large factories, where 
any big accident such as fire, explosion 
or collapse might bring a single loss up 
tc several hundred thousand dollars. 
Commissioner Burton Mansfield said 
that he had no objections to offer if 
the company was Started with at least 
$500,000 capital and the same surplus. 
Mr. BroSmith stated that the capital 
and surplus would probably be more 
than this, 

Capitol City Fire 

Mr. BroSmith also spoke in favor of 
the bill incorporating the Capitol City 
Fire Insurance Company. He explained 
that this was really intended as a sub 
sidiary of the Travelers Insurance Com- 
pany, to make it possible for the com- 
pany to take care of its fire risks in 
its own company, and he asked to 
amend the bill by changing the name 
to the Travelers Fire Insurance Com- 
pany. The incorporators named were 
Walter G. Cowles, Bertrand A. Page, 
John R. Hills, John L. Way, Louis G. 
Butler, L. Edmund Zacher, Donald A 
Dunham and William BroSmith. 

The capital is named as $200,000 and 
authority is given to increase it to 
$2,000,000. Commissioner Mansfield 
had no objection to offer. 

Scottish U. & N. Indemnity Company 

Lucius F. Robinson and Henry J. 
Houge appeared for the bill incorporat- 


ing the Scottish Union and National 
Indemnity Company. It was pointed 
out that the Scottish Union and Na- 


tional Company has been in business in 


this country for about 35 years, run- 
ning practically as an independent 
company, though connected with the 


The casualty busi- 
as a subsidiary to 


head office abroad. 
ness would be run 
the United States branch of the fire 
company, and was intended to allow 
the company to extend its scope. The 
new company will be incorporated with 
a capital of $750,000 with authority to 
increase to $2,000,000. The incorpor- 
ators are James H. Brewster, Morgan 
G. Bulkeley, Meigs H. Whaples, Morgan 
B. Brainard, Henry J. Houge and B. M. 
Culver. 
Report Bills Favorably 

On Tuesday the Senate favorably re- 
ported the bill to incorporate the Scot- 
tish Union & National Indemnity Com- 
pany, also a bill amending the charter 
of the Hartford Steam Boiler Inspec- 
tion and Insurance Company, authoriz- 


Mr. BroSmith 





WIN OIL PAINTING CASE 


Syracuse Judge Decides in Favor of 
London Assurance Company—Eight 
Days of Argument 





Syracuse insurance men have been 
considerably’ interested in a _ case 
against the London Assurance Compa- 
ny brought by Mrs. Melba R. Ingalls, 
who had a fire and made a claim for oi 


paintings, which she said were worth 
$800. 

The case dragged through the court 
for eight days, and was replete with 
human interest features, Mrs. Ingalls 
contending that she was an expert in 
valuation of pictures, and real experts 
alleging that the pictures were not 
worth what she said they were. Dur 
ing the proceedings Mrs. Ingalls was 


severa] times threatened with contempt 
of court. 

The case was finally decided in favor 
of the London Assurance. 


NEWSDEALERS NOW AGENTS 


Hickey & Connelly, newsdealers, have 
been appointed agents for the follow- 


ing companies: Security, Boston, Roch- 
ester German, Underwriters, New 
Haven Underwriters, Svea, National 


Union to represent them in Rensselaer, 
N. Y., and vicinity. The firm is author- 
ized to collect all outstanding premi- 
ums due these companies for policies 
written by the Lithgow agency. All re- 
newals of policies carried by the Lith- 
gow Agency will be given proper at- 
tention. 





WILL GIVE A SMOKER 
At a meeting held last Monday, the 
Insurance Club of Manhattan elected 
twenty-two new members and accepted 
eeven applications, bringing the total 
membership to over fifty. 
Arrangements were completed at that 
time for the smoker which is to be 
held on April 17 at the West End 
Casino. The entertainment at this 
function is to be of the highest order 
and the attendance already promises to 
te very great. 
MAIER. KAISER. DEAD 
Maier Kaiser died in Waterbury, 
Connecticut, at the age of 79. He went 
into the fire insurance business jin 1896 


One of the leading residents of the 
town, he was for a number of years in 
he City Council, and for twelve years 


vas fire commissioner, 
vas town treasurer. 
~ember of the 


For ten years he 
Later. he was a 
Bureau of Assessment. 


TUETONIA CHANGES 


The Tuetonia of Pittsburgh has 
‘ade transfers in Eastern Pennsylva- 
New Jersey and Maryland. E. A. Flick 
1er at present in Western Pennsylva- 
nia, will be transferred to Ohio and 


\iichigan. W. T. Bode, chief examiner 
t the home office, will be apointed spe- 
‘al agent and given Western Pennsyl- 
vania. 
LOWER GOSHEN RATES 

A number of trustees of Goshen, N. 
Y., have been in conference with the 
Underwriters’ Association of New York 
State in order to get a reduction in 
their insurance rates. To do this it will 
be necessary for the town to make a 
number of imrovements, particularly 
the adoption of a new building code. 


BENJAMIN KELSEY ILL 
Benjamin Kelsey, of Indianapolis, 
father of two of the best known United 

States managers, is seriously ill. 


ing it to do a casualty business, and 
giving it the right to increase its capital 
stock to $3,000,000, also favorable to 
the American Reinsurance Company, of 
Hartford. 
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NATIONAL UNION 


Fime Insumamce Co 





Sere 


If you wish to simplify the problem 
of your Agency perplexities a visit from 
4 our Special Agent will prove of assist- 
He comes from a Company 
whose transactions have always been 
[@ - conspicuously honorable—a Company 
bat whose PAST is attested by its record at 
Baltimore, San Francisco, Chelsea and 
Salem; whose PRESENT is vouched by 
its resources and its good name; whose 
FUTURE is warranted by the pre-emin- 
ence attained among the Companies 
organized in forty years and by its 
achievements during the worst period 
known in the annals of fire insurance. 

A NATIONAL UNION Special Agent will, if you wish, talk 
with you about your business resolutions for the New Year. 
fy Discuss ways and means for improved efficiency. He will glad- 
9 ly assist you in your plans. He will tell you about NATIONAL 
UNION service, facilities, courtesy, NATIONAL UNION respecta- 
bility—in short, he’s the man on the ground with a service to 
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PoLicy’ S MORTGAGE CLAUSE thing more substantial than the asser- 
tion of invalidity as in the decision in 
the case of O’Nei] vs. Insurance Com 
POINTS MADE E BY LEO LEVY panies (159 App. Div., 314). 
— There must be a real money loss to 
Another Interesting Lecture on Losses the mortgagee under any of the forms 
Before Insurance Society of of mortgagee indorsement, McDowell 
New York vs. Insurance Companies (207 N. Y., 
a . 482). 
Leo Levy, a prominent insurance law- Contribution 
yer addressed the N. Y. Insurance So- On the question of contribution, Mr. 
ciety Tuesday on “The Mortgage Clause Levy referred to tht contract in the 
The Standard Mortgage Clause—The two cases of Insurance Companies vs 
Simple Loss Payable Clause.” He has Williams (63 Fed. Rep., 925) and Eddy 
had a wide experience in handling vs. Insurance Companies (143 N. Y., 
cases dealing with this subject, and his 311). One case holds that the contri 
paper is a valuable one to fire insur- pbytion clause in the mortgagee rider is 
ance men. valid, while the other does not The 
Lines 56-59 of Standard Policy liability to the mortgagee was held to 
Mr. Levy discussed lines 56-59 of the be a personal contract of indemnity to 
standard policy and their effect on the phe continued only so long as the neces 
interests of the mortgagee and, as de- sity therefor existed and, as soon as 
fined oy the loss payable clause, to the the interest of the mortgagee ceased, 
mortgagee and also to the mortgagee whether before or after a loss had oc 


contribu 
incumbran- 


rider, with and _ without 
tions. He pointed out the 
ces in different due to various 
statutes and statute form of policies and 
the varying forms of court procedure in 


States 


law and equity. He dwelt on the lia- 
bility of mortgagee for premiums, sum- 
ming up the decisions in the law cases 
on that point to the effect that: where 
the mortgagee obtains insurance on his 
own credit, he has to pay for it and, if 


he retains the policy after receiving no- 
tice that the mortgagor has not paid 
therefor, he would be liable as in the 
case of Coykendale vs. Blackmar (161 
A. D., page 11). 
Cancellation 

A discrepancy is found in the mort- 
gagee clause as to cancellation on the 
question w hether the surrender by 
either the mortgagee or the mortgagor 


is binding on the other party, neither 

irty having the right to bind the other 
in the absence of notice in fact 
The Subrogation Clause 

The subrogation clause of the mort- 

gagee rider has been held to mean that 

the claim must be based upon some- 


curred, the right to indemnity 
ceased as in Heilbrunn vs. 
Companies (207 N. Y., 673) 
Mr. Levy stated that were two 
important cases bearing on this subject 


also 
Insurance 


there 


that were now being tried in the courts 
and, if the opinion is sust nina they 
will substantially change the present 


holdings A decision is 
about a month. 


expected in 


DIES AT AGE OF NINETY-THREE 
Martin Beir, vice-president of the M. 
E. Wolff Insurance Agency in Roches- 
ter, N. Y., is dead in his ninety-third 
year. He was born in Germany, came 
to this country and was in the clothing 
business until 1888, when he became 
an insurance man. Despite his ad- 
vanced age he continued following in- 
surance matters until his death 


$100,000 ROCHESTER LOSS 


In Rochester fire destroyed a five- 
story brick building at No. 19 Elm 
street, causing a loss of more than 
$100,000. 
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NATIONAL FIRE CLUB 





It’s One of Original Organizations of 
Fire Insurance Clerks—Two 
Annual Events 
The National Fire Club, an organiza- 
tion composed of the men clerks at 
the home office force of the National 
Fire Insurance Company, of Hartford, 
Conn., recently held its annual meet- 
ing in the club rooms in the home 
office building and elected officers for 
the ensuing year as follows: Presi- 
dent, C. H. Waterhouse; vice-president, 
Arnold Hobson; secretary, W. J. Scott; 
treasurer, F. J. Nolan; historian, E. E. 
Freeman. Membership committee—G. 
W. Staib, chairman; E. F. Costello, J. 
E. Kelly, Jr. Entertainment committee 
—R,. D. Oimsted, chairman; C. R. Bald- 
win, W. H. Woodward. Athletic com- 
mittee—E. H. Hale, chairman; Roy 
Morrell, L. L. Pierce. House commit- 
tee—C. E. Tennert, chairman; L. H. 
F. Wessel, C. J. Bauerle. Sick visiting 
committee—C. W. Wenk, chairman; A. 

W. Sugden, W. G. Phelps. 

The National Fire Club is one of the 
original fire insurance clubs of the 
country and was organized a number 
of years ago at the suggestion of Judge 
James Nichols and H. A. Smith. The 
club was organized for social and edu- 
cational purposes and to foster a 
closer fraternity among the employes 
of the company. Excellent quarters 
are provided for the sole use of the 
club members in the home office build- 
ing. All of the official staff of the 
National are honorary members of the 
club and that they take more than a 
passing interest in its affairs is shown 
in the fact that at each of the club’s 
functions most of the officers of the 
company are present. 

In the social side of the club’s life 
there are two annual events in which 
all the members participate and these 
are the mid-winter banquet and the 
field day. The banquet is held in one 
of the Hartford hotels and the speak- 
ing and entertaining is confined to the 
members. The field day festivities are 
carried out at nearby resorts where 
the usual variety of athletic games are 
indulged in. 

The educational side is in charge of 
a special committee whose duty it is 
to obtain speakers and arrange lectures 
on subjects of especial interest to fire 
insurance men. 

REINSURANCE IN TWO STATES 

The Franklin Fire, of Philadelphia, 
has arranged with Frank S. Lake, 
special agent, for the handling of the 
Illinois field. “Mr. Lake is a New Eng- 
land man of insurance experience and 
with good clean habits and personality, 
and we believe he will make a suc- 
cess in his new territory,” the company 
says. 

The Franklin, on account of unsatis- 
factory experience in some parts of 


Kentucky and Tennessee, together with’ 


the discouraging outlook in that sec- 
tion, has reinsured all outstanding lia- 
bility in these two States in the Henry 
Clay Fire Insurance Company, «,. WJex- 
ington, Ky., except the following agen- 
cies: Louisville, Chattanooga, Knox- 
ville, Memphis, Nashville. 


BUSINESS ASSOCIATION TO FIGHT 





Paterson Rebating Cases Will Come 
Up in April—Constitutionality of 
Law Questioned 





The case of Edgar Bonitz vs. the 
Paterson Brewing & Malting Company 
and the Consolidated Brewing Company 
of Paterson, will come up for trial in 
the Passaic County Circuit Court on 
April 27. The charge is a violation of 
a statute of the New Jersey law which 
provides a penalty of $100 for every 
case of rebating on a fire insurance 
policy. The statute further says that 
any person furnishing information may 
prosecute the claim and receive one- 
half of the penalty, the residue going 
to the State. 


Lewis A. Allen, attorney for the 
plaintiff, when interviewed by The 
Eastern Underwriter last week, said 


that the defendant would have to prove 
the law unconstitutional in order to 
win the case. 


It is understood that the American 


Brewers’ Association has taken the 
matter up and is preparing to make 
every effort to win this suit and, if 


necessary, they will carry the case to 
the United States Courts in their en- 
deavor to prove the law unconstitution- 
al. Mr. Allen will prosecute each claim 
and collect the award for his client. 
The local agents are anxious to see 
these cases pushed to termination in 
order to uphold the law and set an ex- 
ample. 

Representatives of the State Depart- 
ment of Banking and Insurance and 
one from the New Jersey Association 
of Fire Underwriters, are planning to 
get together in the near future to in- 
vestigate the evidence at hand. 





APPOINTED NEWARK AGENT 

Stoutenburg & Stoutenburg have se- 
cured the agency in Newark and Essex 
County of the Royal Exchange. A. K. 
Boughner is manager of the agency 
and handles the New York business. 

The New Brunswick Fire of New 
Jersey has placed its Baltimore agency 
with the H. T. Poor Company. 








Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1914 


Capital Stacks. occ ccccccccccescccccvcce coowsecovces $1,000,000.00 
TRO-EMGRLAMCS TRODSTVE «2000s cccccccscceccetose pyesces 2,845,185.81 
Reserve for Unpaid Losses and All Other Liabilities... . 273,985.87 
SE: MNKs aed Qapeens Jabnge diheteresapaeds 2,720,038.31 
es CI iw bad nc een donnns ecnasnees s6abaeds $6,839,209.99 


During a successful record of 58 years this Company has paid losses exceeding 


$ 14,000,000.00 


DANIEL H. DUNHAM, President 
JOBRN KAY, Vice-President and Treasurer A. H. HASSINGER. Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 








LOGUE BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 











Capacity $150,000 Single Risk 


Local agents will profit by sending us their applications for Surplus lines of 
Our Surplus Line Department will handle all details promptly. 


Guaranteed Underwriters. London Lloyds Licensed in 
Illinois. Capacity $150,000, single risk. Immediate 
Binders. 10% Commission to Brokers. Special liberal 
policies for Baggage Insurance at low rates. 


MARSH & MCLENNAN 


Chicago Office : Insurance Exchange 
1615 California St. 314 Superior St. 
DENVER DuLutH 


Ford Bldg. 17 St. John St. 23 Leadenhall St. 
DETROI MONTREAL LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


insurance. 


Nicollet Ave. 
INNEAPOLIS 


St. 
RK 


19 Cedar 
NEW YO 








Office 


PHILADELPHIA 
325 Walnut Street 











Clarence A. Krouse & Co. 
GENERAL INSURANCE AGENTS 
PENNSYLVANL ——= 

Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 


With over twenty-five years continuous experience, we are thoroughly qualified to 
properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 


Office 


NEW JERSEY 
Stone Harbor and Haddonfield 











NEW JERSEY 











OF NEW YORK. 





Home Office, 





Western Office, 


Continental Insurance Company 
HENRY EVANS, President. 
80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 


These American Companies are “Home Industries.’ 
They deserve your support. 


Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 





HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
137 SO. LASALLE ST., CHICAGO. 


’ 





Fidelity (Fire) Underwriters 


OF NEW YORK. 





Combined Assets $43,000,032* 
Policyholders Surplus $23,087,709 
“Includes excess deposit of $132,846.22 in Canada and New Mexico 


Home Office, 


80 MAIDEN LANE, NEW YORK. 
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INSURANCE OF LIVE STOCK 


THE HARTFORD’S NEW DEPT. 
Many Branch Offices are Established— 
Men on the Job at Stockyards 
Centers 

In discussing its new live stock de- 
partment the Hartford Insurance Com- 
pany said a few days ago: 

“The live stock department is an off- 
shoot of the marine and transportation 
department, but is nevertheless a dis- 
tinct department. It insures live stock, 
for the most part live stock which is 
gcing to one or another of the great 
stockyards centers for slaughter, 
against death or crippling while in 
transit. This involves the establish- 
ment of branch offices at every import- 
ant stockyards center in the country. 

“Already such offices have been 
cpened. These offices are necessary in 
order to get the business, since much 
of it will necessarily have to be solicit- 
ed from the commission merchants and 
shippers who trade at these centers. 

Immediate Loss Payments 

“There are other reasons why the 
establishment of these offices is neces- 
sary; most of the premiums will be 
collected upon the arrival of live stock 
at the market, and, therefore, we must 
have some one at each market for this 
purpose; all of the losses will be paid 
immediately upon the arrival of the 
dead or crippled animals at the market, 
and it is necessary to have competent 
and experienced. live stock men on hand 
to inspect the various shipments as 
they arrive and to assess and pay to 
the representatives of the shippers the 
full market value for all animals which 
have been killed en route, also losses 
due to crippling which do not amount 
to total losses. 

Regular Shipments 

“The main bus‘ness of the Depart- 
ment and indeed by far the larger part 
of the entire live stock transit business 
of the United States, has to do with the 
shipments by regular live stock shippers 
to the stock yards markets. These ship- 
ments are usually made in carload lots, 
though occasionally an entire trainload 
will be sent in a single shipment. 

“Most of the live stock is shipped by 
men who operate in a somewhat Cir- 
cumscribed territory, embracing from 
one to several counties, where they are 
continually canvassing the farmers and 
stock raisers for live stock ready for 
market, which they purchase and ship 
on their own account to some commis- 
sion house at a central stock yards 
market for sale. 

“Our method of providing for the in- 
surance of these shipments is simple 
and complete. Either through our 
local manager at the stock yards center, 
to which such a shipper usually ships, 
or through some one of our many Hart- 
ford local agents who may be acquaint- 
ed with and in tovch with such ship- 
pers, an application is secured for one 
of our open live stock policies. This 
application is forwarded by the shipper 
or by the local agent, as the case may 
be, to the manager of our Live Stock 
Department at the stock yards to which 
the shipper sends his stock, and im- 
mediately a policy is sent to the ship- 
per, for which he pays one dollar as 
an initial premium. If the policy has 
been secured through the instrumental- 
ity of one of our local agents, this 
initial premium of one dollar goes, all 
of it, to the local agent as his initial 
compensation. As soon as the policy 
has been issued, and automatically 
thereafter, all shipments made by the 
assured are insured against crippling 
or death, and the shipper is therefore 
certain of receiving full market value 
for every healthy animal which he 
ships to market, no matter whether 
it is killed by train-wreck, suffocation, 
lost in transit, crippled by trampling, 
or stolen. We guarantee that the num- 
ber of healthy animals loaded into a 
car will be delivered at the stock yards 
market, or that if any are missing or 
crippled, we will reimburse the shipper 
at full market prices. As each ship- 








ment of stock arrives at the market, it 
is met by the representative of our Live 
Stock Department, and the premium 
according to the printed tariff of the 
Company for such shipment is collected 
from the commission merchant to whom 
the carload has been consigned. If 
there are any dead or crippled animals 
in the carload, our stock yards man- 
ager at the same time makes payment 
for the loss incurred. This payment 
is also made to the commission mer- 
chant representing the assured. The 
commission merchant then proceeds to 
se'l the live stock shipped to him and 
accounts for it to the shipper, charg- 
ing to the shipper the premium paid 
to this Company for the insurance, and 
remitting to the shipper at the same 
time on account of any losses which 
may have been incurred and paid by us. 
The Commissions 

“Throughout the life of the policy, 
usually one year, this process goes on, 
and at the end of the year in every 
case where a local agent has been in- 
strumental in securing one of these 
contracts for us we figure up all the 
premiums under such a policy and send 
a check for the commission amounting 
to 7% per cent. on such premiums to 
the agent. It is impossible to estimate 
what the premiums under a single poli- 
cy may amount to. In some cases they 
will be quite large, possibly $1,000 or 
more. In other cases they may not 
run over $100 per annum. 

“It is to be noticed in this connection 
that the local agent has nothing to do 
except to secure the original applica- 
tion and deliver to the assured his 
policy and a supply of postal-card 
notices upon which the assured will 
notify our stock yards manager when- 
ever a shipment is made. All the rest 
of the work in connection with the 
policy, including the collecting of all 
the premiums and settlement of losses, 
is done by our salaried manager at the 
stock yards where the live stock is sold. 

“In the case of a shipper who ships 
to several different markets, as for in- 
stance, Omaha, Chicago, and Kansas 
City, a separate policy is issued to take 
care of stock shipped to each market 
but only one initial premium of one 
dollar-is collected, no matter how many 
policies he needs to satisfy his require- 
ments. We make this full explanation 
because some of our agents have 
thought the commission allowance was 
rather low, not realizing that the neces- 
sity of establishing branch offices under 
the supervision of expert live stock 
operators at each market of the coun- 
try involves an enormous and continu- 
al outlay. All of our live stock man- 
agers are highly qualified and experi- 
enced men in the live stock business, 
something about which the average in- 
surance man—whether he be company 
officer or local agent—is likely to be 
ignorant. 

Single Trip Policy 

“In addition to the plan of operations 
just outlined, we also issue another 
kind of policy, called a ‘single trip 
policy,’ to take care of the business 
of those who purchase and ship live 
stock at irregular or infrequent inter- 
vals but in large quantities. In certain 
sections of the country there are at 
some seasons of the year large quanti- 
ties of live stock shipped from one feed- 
ing-ground to another for fattening pur- 
poses. These are usua'ly shipped in 
trainload lots, and at some seasons 
many thousand head of stock, particu- 
larly cattle and sheep, are so trans- 
ferred. Then there are certain pro- 
prietors of packing houses who buy 
stock at the markets or in the country 
in trainload lots and ship to their own 
premises from time to time. Further- 
more, there are large stock raisers or 
ranchmen who ship to market only dur- 
ing a brief season each year and usually 
in trainload lots. For the needs of 
these and other occasional shippers, 
our single trip policy provides the same 
sort of protection that our open policy 
gives to the regular market shipper, 
but the business is handled differently. 
In the case of a single trip risk where 
the policy has been placed by one of 
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Fire Extinguishers 


Efficient Fire 
Known” is recognized by fire engineers 
as a superior, scientific method of extin- 
guishing dangerous incipient fires wher- 
ever they occur—in the home, the fac- 
tory, the power station, the railway car, 
the automobile and the motor boat. 
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and Nickel-plated Pyrene Fire 
guishers are included in the lists of Approved 
Fire Appliances issued by the National Board 
of Fire Underwriters and are Inspected, Tested 
and Approved by and bear the label of the 
Underwriters’ Laboratories, Inc. 
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At Leading Dealers 


Write for Literature 


PACIEIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Angeles, 
Distributors for Canada: May-Oatway Fire Alarms, Ltd., Winnipeg, Toronto, 


Distributors for Great Britain and the Continent: The Pyrene Co., Ltd. 19-21 Great Queen St. 
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CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 


UNITES STATES BRANCH 
January 1, 1915 
BD vecitinerenrvadecerssaences $2,543,973-35 
BORER Ge G.. G, .cicccccccccccsce 1,076,347-75 
W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 








D. V. PROSKEY 


NEW JERSEY FIRE 
INSURANCE AGENCY 
126 Market Street 
Paterson, N. J. 











our local agents, the premium is col- 
lected in advance by the local agent 
and remitted direct to this office. If 
the stock is going to a stock yards 
market, the agent at the same time 
frends notice to our stock yards man- 
ager there, on blank provided by us. 
Wherever an agent is so located as to 
be able to control a considerable amount 
of this class of business and has some 
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knowledge of the live stock business, 
we furnish him with single trip poli- 
cies and daily reports and other sup- 
plies, to be used just like ordinary fire 
insurance policies and daily reports. In 
view of the fact that in such cases the 
local agent has to collect the premium 
and render an account therefor, the 
commission paid on single trip policies 
is 10 per cent. 
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THIRTY INDIAN COTTON FIRES OPS er sr0x2000. The first fire started 
a at 4 o’clock in the afternoon, in the 
TOTAL LOSS OF $3,000,000 pbuilding known as the Slated Godown, i) FWARK Fl RE 


Interesting Description of Destruction 
of Cotton Green, Bombay—Could 
Have Been Prevented 


The wars of Europe are bringing the 
old world, its customs, and ways of 
doing business into the spotlight. ‘The 


Sprinkler Bulletin,” published quarter-’ 


ly by an insurance company in Eng- 
land, has a special and exhaustive ar- 
ticle on cotton fires in Bombay, India. 
They had good reason to write about 
cotton fires because between the 23rd 
of March and the 8th of May there were 
more than thirty fires, with a loss to,the 
foreign insurance companies of half a 
million pounds sterling or approximate- 
ly $2,500,000, followed by another loss 
on May 26, of 15,000 bales with insur- 
ance of $500,000. 

Native India cotton is stored in 
Bombay under conditions widely differ- 
ent from methods used at Alexandria 
and in the United States. 

The Bombay Cotton Green is situated 
at the toe of the Island Peninsula on 
which the city of Bombay is built, and 
at its narrowest part. On one side of 
the Green is the harbor, and on the 
other the bay, so that the site is bound 
to be swept by any wind that blows. 
In true Oriental fashion, the Cotton 
Green lies at the extreme opposite end 
of the city to where the mills are, 
which means that every bale of cotton 
used in the factories has to be hauled 


on bullock wagons right through the 
center of the town. 
The Green itself is an open space 


of ground surrounded by godowns and 
cotton-presses, and the great bulk of 
the cotton is stored in the open air on 
plots called jethas, which are let to 
the merchants. 

How Cotton Was Piled 

On these plots the cotton is piled 
bale upon bale to a great height, and 
covered with tarpaulins. Between the 
jethas are narrow passages along 
which the natives are free to move. 
There is no attempt at enclosure—not 
even a railing. The main Colaba Road 
passes right through this area, and so 
close to the piles that any one passing 
on a tram-car could throw what he 
liked among the cotton. The area 
swarms with natives who live in the 
adjoining district ef Colaba, and the 
buildings which fringe the Cotton Green 
are so old as to be almost impossible 
of conversion to modern regulations. It 
was stated in evidence before the Gov- 
ernment Committee that had been in- 
quiring into the causes of the recent 
fires, that this season there were 700,000 
more bales of cotton stored on the 
Colaba Green than last, and _ that, 
whereas in 1912 there were only three 
fires, in 1913 there were thirteen out- 
breaks, and that already in 1914 there 
had been forty-three. 

The first of the great fires last year 
broke out at 4 o’clock in che morning 
of March 23, and, according to the 
“Advocate of India,” involved 60,090 
bales of cotton, representing a value 
of $2,500,000. It started in the Hy- 
draulic Godown, and on the doors being 
opened, spread to the cotton jethas 
which surrounded the godown on three 
sides. Fanned by a breeze, the flames 
attacked and destroyed first of all the 
jetha of the Bombay Company, then 
shot across a twenty-fot passage to the 
jetha of Bruel & Co. and then circled 
all the adjacent piles belonging to other 
merchants. 

Twelve Outbreaks 

Between March 23 and April 5 there 

were no less than twelve outbreaks, 


only one of which, that of April 2— 
did serious damage. 
bales were involved, and 
was $96,000. 

Hard on this came the extraordinary 
series of outbreaks, two on April 6 and 
three on April 7, involving over 22,000 


In this case, 17,000 
the damage 


which belonged to the same owner as 
Hydraulic Godown, burnt a fort- 
night earlier. The building was dis- 
covered to be in flames. This building 
is cut into parts by « wall running right 
through its center, and these two parts 
were again divided by nine walls, so as 
to form eighteen separate compart- 
ments. None of these were apparently 
“fire walls,” the central division col- 
lapsing. Owing to the promptness with 
which the fire brigade got to work and 
to the fact that there was no wind 
blowing, the whole of this godown was 
not destroyed at the time. Four hours 
later another compartment of the same 
building was discovered to be in flames. 
The Last Fire 

Here fifteen firemen were nearly suf- 
focated, and one seriously injured be- 
fore the flames were got under control, 
by which time 6,500 bales of cotton were 
involved. No sooner had this fire been 
got under control that a third broke 
out in the same godown, and still an- 
other compartment, with 6,000 bales, 
was enveloped in flames which were 
not extinguished till six in the morn- 
ing. By this time the fire brigade had 
been hard at work for fourteen hours, 
but wearied as they were, their labors 
were not yet at an end, for after the 
lapse of an hour this same godown 
made one last effort to burn itself out 
completely. The compartment in which 
the fire originated contained 5,200 bales, 
and according to the “Advocate of 
India,” “it took nearly two hours to 
get the outbreak under control, and the 
whole godown, with its tiers of burnt, 
charred, or otherwise damaged bales 
of cotton, reaching as far as its root 
presents a scene of desolation and de- 
struction.” 

To continue this extraordinary nar- 
rative of waste and destruction, there 
were smal] outbreaks on Aprfl 9 and 
18 and May 6. Then came a fire on 
May 8, and finally that of May 26, the 
thirty-fifth of the series referred to in 
the commencement of our article, which 
actually took place while the Govern- 
ment Enquiry Committee was sitting, 
and involved 15,000 bales and a loss 
of $500,000. This latest fire broke out 
in the Jamshedji Bunder Godown (again 
the property of the same unfortunate 
native merchant who owned the Hy- 
draulic and Slated Godowns) early in 
the morning. The building was divided 
by a wall which this time held and 
prevented the fire spreading to both 
portions of the building; but, as it was, 
the damage was heavy enough. 

It has seldom fallen to us to pen a 
more mournful tale. The total loss is 
calculated in+the neighborhood of $3,- 
000,000, much of it preventable had 
stringent regulations in regard to clear- 
ances and isolation of the jethas been 


the 


‘imposed, the godowns protected as they 


ought to have been by automatic sprink- 
lers, the compartments separated by 
perfect party walls, a limit placed on the 
number of bales stored in any one 
compartment, and all internal and ex- 
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ternal openings fitted with fire-resisting 
doors. The rates were ample enough 
to have provided discounts that would 
have induced the insured to adopt these 
improvements. All the serious losses 
were on fires that started inside the 
buildings that fringed the Cotton Green. 

LUMBERMEN EXCITED 

(Continued from page 1) 
far from being a fact, this is only the 
dark plot of a darker scheme to cover 
antique insurance methods prohibited 
in Europe a century ago.” 

Quotes Old Incidents 

Mr. Barry then quotes, as things of 
to-day, incidents regarding insurance 
which have been prohibited in this 
country for more than fifty years and 
further tries to interpret individual 
sentences, spoken by prominent insur- 
ance officials on different occasions, to 
mean that they are glad to see fires 
because they mean more business, and 
that they are not sincere in any degree 
in the work of fire prevention. 

From these few facts, it is to be seen 
that Mr. Barry had not the faintest idea 
of what he was talking about nor of 
what insurance means, and it can be 
left to the lumbermen to separate the 
dross from the gold. 

No sane man questions or can ques- 
tion the wisdom of ordinances forbid- 
ding the erection of wooden buildings 
in congested centers, nor of the menace 
that a large area of shingle roofs offers 
to a community. Wood is and long 
will form an important part of building 
construction, but to assert that its use 
does not materially increase the fire 
hazard is absurd, and no man in his 
right mind would support such a con- 
tention. 
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ASSETS LIABILITIES 
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A Manager’s Viewpoint of Agency Problems 
No. 2—The Agent and His Compensation 


An Address by Frank Lock, United States Manager of the Atlas, Delivered 
Before Fire Underwriters’ Association of New Jersey 








The next.point that occurs to me to 
say something about is the question 
of agency compensation. It may be 
that is an old issue. It may be it is 
a waste of time to say anything on 
that. When you get a body of men 
who have got all they want it is a 
waste of time to talk to them on that 
topic. It is one side of a very big ques- 
tion, and in the phase in which it came 
up some four or five years ago, there 
was a question of pressure from agen- 
cies generally over all the country, 
which was recognized as a reasonable 
pressure, that the companies should 
pay a little more than they had been 
paying. 

Now, I know what some of you will 
be saying—that was not Jersey. It so 
happens that it wasn’t Jersey, because, 
by its proximity to New York and 
Philadelphia, Jersey, in large sections 
of it, was already getting a good deal 
more in the way of compensation than 
the agents generally from Maine to 
Texas. Therefore, the question was 
mainly one of the vast body of agents 
who were on the strict, hard and fast 
fifteen per cent. basis. There was a 
great deal of talk about it; a great 
many of us were favoring strongly the 
contingent profit commission feature. 
I have always been a believer in that, 
and before this discussion came up, in 
the year 1911, there were great num- 
bers of agents who were in favor of 
the contingent feature. 

Contingent Versus Graded 

When we got down to “brass tacks,” 
when it came to a question of nailing 
something down, we found that a great 
many of the agents who were ardent 
lovers of the contingent principle in 
the far distance, found their ardor had 
abated when it got nearer, and a good 
many of our old friends who had been 
on the contingent side came out as 
strong advocates for graded commis- 
sions. We began to hear from a great 
many agents all over the country; the 
final vote was taken and we got down 
to graded commission. We found that 
this gave a substantial increase—three 
or four per cent. to the great body of 
the agents from Maine to Texas, but 
there were certain sections of the terri- 
tory, notably the belt around New 
York, the belt around Philadelphia, the 
State of Maryland, where the applica- 
tion of the graded commission lowered 
compensation instead of putting it up. 
We all agree that averages are all 
right, but it comes to ourselves indi- 
vidually averages are hard when they 
are leveling down instead of leveling 
up; so we found that there was a good 
deal of friction in certain limited 
areas. There were such areas here in 
this State, but it is now a settled issue. 
I said that it was a part of a much 
greater question; it may be settled here 
in New Jersey, New York, Pennsyl- 
vania, but down in Texas, agents have 
gone into the Legislature this year with 
a bill to have the State govern the 
question of compensation. North 
Carolina, has just had an investigating 
committee, which has recommendations 
on the same topic. 

Investigating Commissions. 

Investigating committees, you know, 
are very much the fashion. That is a 
poor State these days that has not had 
an investigating committee. But there 
is one thing to be said about the in- 
vestigating committees. That commit- 
tee has yet to report which casts any 
serious smirch as to intent and in- 
tegrity in the handling of the fire in- 
surance business. I think that is more 
than gratifying. We have had investi- 


gating committees in New York, in 
Massachusetts, in Ohio, in Illinois, in 
Kansas, in Texas, in North Carolina, in 
Pennsylvania, in New Jersey. 
are others, but that is enough. 


There 
They 


have had all kinds and conditions of 
witnesses; they have used every means 
of advertising through the public 
papers and through the State and 
County officials to bring in all the evi- 
dence they could, and it is a source of 
uncommon satisfaction that whatever 
are the recommendations of those com- 
mittees, they at least are free from 
any allegations of wrongdoing with re- 
gard to the administration of fire in- 
surance business. 
Expense Question 

Now, with regard to the expense 
question, with which is involved com- 
missions—I don’t know at all that it 
is settled. There was an extract a few 
days ago, calling attention to the fact 
that the expense ratio across the other 
side of the water (I think it was in 
Germany), was a little higher than in 
the United States, for which reason the 
United States seems to have the ad- 
vantage. I put on my thinking cap 
over that, and it looks something like 
this: The average rate in Germany or 
Great Britain is about one-third of wha‘ 
it is in this country, for good and suf- 
ficient reasons. The average cost of 
doing business does not materially dif- 
fer. What does that mean in writing 
« $1,000 policy. A $1,000 policy in this 
country is written at an expense, first 
and last, including agents’ commission, 
salaries, office rent, inspections, taxes 
and every kind of necessary expense, 
at a cost of about 40 per cent. of the 
premium. The average premium is 
about 1 per cent., therefore the cost of 
selling would be $4 or 40 per cent. of 
the premium to write $1,900. In Ger- 
many or Great Britain 40 per cent. of 
the premium would be $1.40 as the 
cost of writing a policy of $1,000. I 
only just throw that out for what it is 
worth; there is more than one side to 
this expense question. 
Ratios and Percentages Same World 

Over 

It is a curious fact that fire insur- 
ance carries certain ratios and percent- 
ages practically level all over the world. 
There are certain underlying facts that 
are practically the same in New Jersey 
as they are in India, in Australia or 
Iiussia. One of those facts is that when 
you take any period of five or ten years 
in any country you will find the loss 
ratio hovers somewhere around 50 per 
cent.—a little over or a little under, 
rut in the long run never differing very 
much; yet, gentlemen, you must re- 
member that in the United States we 
have an average rate that is a little 
over 1 per cent. Italy may have an 
average rate about 20c., instead of a 
little over 1 per cent. Great Britain 
may have an average rate that will be 
from 25 to 30c., and yet all the differ- 
ences in the average rates resolve back 
into a loss percentage that will be prac- 
tically the same, hovering around 50 
per cent. I emphasize that to show 
that while the business is supposed to 
be one of guesses, yet the guessers, 
having been guessing for two hundred 
years or so, have reduced the science 
of guessing to a pretty exact one; so 
equally, with regard to the expense of 
the business, whether the rates in the 
country are high or low, there is some 
undercurrent, some as yet undefined 
economic law that produces the effect 
that the expense ratio hovers from 35 
to 45 per cent. in all countries, no mat- 
ter what the rate charged. 

Rate Productions 

Now, in regard to readjustment of 
rates in New Jersey, I imagine there is 
not a great margin for reduction under 
present conditions. Of course, you can 
change those conditions, and you can 
have your reductions. That is one of 
the advantages of the Ramsay law. It 
is based on that very fact that every 
man has in his own hands virtually 
the power to make his own rate. We 


tell him what conditions are that wili 
affect the rate, and he brings it about. 
Therefore, for some time to come I 
judge the conditions that you will find 
in New Jersey will be the same as we 
find elsewhere—a gradual but an in- 
evitab!e reduction in the premium rate. 
That is an important matter for you 
to adjust yourselves to. With the uni- 
versal application of schedule rating, 
which cuts out discrimination and 
which cuts out the rule of thumb 
method, we have at last got the public 
+o thoroughly educated as to how com- 
rletely this matter is in their own 
hands, that we have probab'y reached 
the high water mark of the premium 
income in the United States. In other 
words, that the increase of material 
values which produce additional pre- 
mium is no more than an offset to the 
reduction for betterments and improve- 
ments, brought about by such things 
as superior construction, installation of 
automatic sprinklers, betterment of 
water supplies and fire departments, the 
motor displacing the horse, and all that 
kind of thing. All these tend to the 
reduction of the rate. 

I wonder if you want me to tell you 
that that means a reduction in your 
income? It is a serious problem. Here 
is a risk that is rated at two per cent. 
You had it on your books for many 
long years. It is your big risk, and an 
equipment is put in there that reduces 
that rate possibly to 25 or 30c. What 
does that mean in the way of cutting 
your income? Now, gentlemen, this 
ruts up against us a very serious prob- 
lem indeed. When you have that risk 
on your books what are you going to 
do? Are you going to tell your client 
that he can make a reduction that cuts 
your income down one-third, for ins- 
tance, on what you are now getting, or 
are you going to let him find it out? 
It is an every day problem for a good 
many agents, and a very serious one 
for some of them to face, and I think 
it is to be said, as a matter of supreme 
credit to a majority of the agents that 
when they get the conviction in their 
own minds that their client can really 
be best served by taking just that step, 
they advise him to take that step. I 
say it is a credit to the agents, but yet 
it is the only thing to do in the long run. 

Qualification of Agents 

Another question that comes up is 
the question of the qualification of 
agents. Of course, I am going over old 
problems. You can see that. but this 
is a matter that in recent times has 
received a great deal of attention. I 
think it deserves every bit of attention 
it has received; in the peculiar position 
in which you stand in your community, 
where a man’s credit and safeguard 
from bankruptcy is really deposited in 
your care, the question is whether he 
has any indemnity secured in his con- 
tract; as it is drawn these things are 
in your care, as agents. The matter is 
a serious responsibility. It ranks with 
the consultative position of the lawyer. 
On a different side, it answers to the 
high trust that you have got to put in 
your doctor or your banker. I think 
that any reasonable and thinking man 
would agree that it is not right that 
any and everybody should be pulled 
into this business just because they 
happen to control two or three risks. 
There should be a proper agent’s quali- 
fication law in every State. Of course, 
in any such legislation you have al- 
ways to make room for the new man. 
The doctors can never say: “There 
are enough doctors—We don’t want any 
more.” The lawyers can never take 
the attitude: “We have got all the 
lawyers we ever intend to have, and 
we are not going to have any more. 
In any such legislation the bars in- 
evitably must be put so that they admit 
the proper men; but then we should 
have the qualification of honesty demon- 
:trated, of reasonable ability as shown 
by a reasonable examination, and he 
should have a standing in the com- 
munity that entitles him to trust. Then 
you must allow new men to come in. 

Credits 

There is another point which I would 
speak about. I don’t know whether 
your active associations have any real 


power to help. That is the question 
of credit. It ought never to have be- 
come an excrescence on this business, 
and it is growing worse all the time. I 
am not in favor of legislation as a 
veneral rule, and believe that the coun- 
try is greatly over-legislated, but I do 
‘hink that if we are to have legislation, 
something that would put a stop to 
this evil of credit in our business is a 
consummation greatly to be desired. 

A littlé calculation made upon suffi- 
ciently good ‘basis not to be very far 
out, shows that there are at least one 
million and a half of policies that are 
put out and into the hands of the in- 
sured, which take effect, which are 
returned through the agents to the 
companies as “cancelled, not taken.” 
Now, a million and a half of policies 
represent an enormous amount of can- 
vassing done, labor performed in de- 
livering a policy, following it up to 
see if it is going to hold, and to see if 
you are going to get your premium, 
until it at last comes back, and if it 
has not run more than thirty days, it 
is turned in “cancelled, not taken.” The 
premium that is earned upon that mil- 
lion and a half of policies, by simple 
calculation would reveal perhaps two 
million dollars earned, but never re- 
ceived. You agents have worked hard- 
er in respect of every policy that is 
turned back like that than you do in 
the long run for every policy that sticks. 
You get no compensation for it; you 
waste your time; the waste of time 
upon the companies in the labor per- 
formed in their books is immense. 

There is no reasonable or good ex- 
cuse that can be found for that condi- 
tion of things. That is the situation 
with relation to a million and a half 
poicies that are turned back that have 
not run more than thirty days. From 
the moment that policy gets in tne 
hands of a policyholder our liability 
has begun. Then it comes back to us; 
and we get nothing for it, unless the 
risk burns, then we pay the loss and 
get that premium. I think that is an 
evil which could and should be cured; 
whether you men can do anything about 
it I don’t know, but something ought 
to be done about it. Of that I am very 
sure. 


BUSY YEAR PLANNED 





Newark Insurance League Plans Lec- 
tures and Publication of a 
News Sheet 
The annual election of the Insurance 
League of Newark was held in the 
rooms of the Newark Fire Insurance 
Company, for the purpose of electing 
cfficers and executive committee for the 
ensuing year. The election produced 

the following results: 

’ President, S. H. MacKaed, Commer- 
cial Casualty Company; first vice-presi- 
dent, R. S. Steadman, Newark Fire In- 
surance Co.; second vice-president, A. 
C. Wenzel, American Insurance Com- 
pany; secretary, Frank L. Armstrcng, 
Office Schedule Rating Expert; treas- 
urer, P. A. Gregory, Fireman’s Insur- 
ance Company. 

The Insurance League of Newark is 
primarily an educational society among 
the employes of the various Newark 
insurance companies and offices. The 
primary object is the fostering of bet- 
ter fraternal intercourse, and increase 
of personal efficiency thereby through 
various educational projects of the 
League. 

The plans of the incoming admin- 
istration include the institution of a 
course of lectures and studies, the pub- 
lication of a League news sheet, hold- 
ing of an annual banquet, and the con- 
tinuation of the present successful 
bowling league, and the many other 
plans that make the outlook for the 
year a highly promising one. 





PATERSON AGENCY MOVES 
The East Side Real Estate and Insur- 
ance Agency, of Paterson, of which D. 
V. Proskey is president, has moved 
from 316 Park avenue, that city, to 
more central quarters at 126 Market 
street, 
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Casualty and Surety Association of 
New York State Holds Meeting 


Co-operation and Patience Keynote of Convention—Resolutions about 
Brokers and Dual Agencies—Charles H. Holland, Judge 
Hasbrouck, John Thom and Leon Senior 
Talk at Banquet 


Reciting incidents connected with a 
year of unusual activities tn their busi- 
ness, the members of the New York 
State Association of Casualty and 


Surety Agents at their fourth annual: 


meeting in Syracuse last week, gave 
evidence of practicing the spirit of 
watchful waiting expressing confidence 
that if conservative co-operation is 
maintained between agents in the field, 
agents and their home offices and home 
offices with the Compensation Inspec- 
tion Rating Board, casualty insurance 
would soon emerge from the sea of 
chaos and uncertainty with which it is 
surrounded at the present time. 


L. S. Senior’s Address 


The chief address made at the meet- 
ing was that of Leon Senior, of the 
Compensation Inspection Rating Board. 
Mr. Senior gave a comprehensive ex- 
ploitation of the workings of the Rat- 
ing Board, pointing out the general 
principles under which the Board was 
run, defining clearly how debits and 
credits were arrived at in connection 
with manual] rates promulgated by the 
Board after inspections had been made 
by Board Inspectors to ascertain the 
actual conditions at the plants where 
rates applied. 

Mr. Senior said that the merit rating 
system as applied by the Board, was 
gradually being worked out to the sat- 
isfaction of all concerned. Many ques- 
tions were asked Mr. Senior from the 
convention fioor at the conclusion of 
his talk with regard to the Board, and 
the discussion ensuing proved of great 
value. 

Secretary’s Report 

The report of the secretary of the 

association was as follows: 


The total membership of the associa- 
tion to date is 219, as against a total 
membership for the year 1913 of 125, 
and a membership of 76 for the year 
of 1912. 

The results of the past year have 
shown that the $2 fee in towns under 
10,000 has increased the membership in 
those towns considerably, and your sec- 
retary is thoroughly convinced that 
this is the only practical way in which 
to secure membership in towns of this 
size. 

As instructed by the association at 
the last annual meeting, the secretary 
has had published and delivered to 
each member a copy of the constitution 
and by-laws. On instruction from the 
board of directors, he has also had 
printed the address of John T. Stone, 
president of the Maryland Casualty 
Co., given before the Rochester Cham- 
ber of Commerce, which has been sent 
to each member of the association and 
has been sold at 5 cents a copy to out- 
siders. A number of notices and infor- 
mation of importance have been sent 
to members of the association during 
the course of the year. 

Your secretary believes that the as- 
sociation has been of great benefit to 
its members, and that the agents will 
come to realize this fact in the future. 

The report of the board of directors 
contained the following recommenda- 
tions which were presented to the con- 
vention and adopted. 

No. 1—Your board is of the opinion 
that if the work of this association is 
to be continued in the future along 
similar lines to those followed in the 
past, and you will pardon us, please, 
if we say here that we believe we have 
been successful in many of our under- 
takings, it is absolutely necessary that 
the individual members of this body 
enter into a membership campaign. 
Enthusiasm and co-operation on the 


part of the individual member must be 
alive with the work of officers and 
committees. We therefore, urge upon 
you the absolute necessity of providing 
before this convention adjourns, a sys- 
tematic business method of increasing 
the membership and thereby the effi- 
ciency of your organization. 

The discussion prior to the adoption 
of this recommendation by the asso- 
ciation resulted in a slight change be- 
ing made in Article 3 section one; of 
the by-laws of the association provid- 
ing for admission to membership of 
special agents as designated in the 


-rules of Workmen’s Compensation Ser- 


vice Bureau. 

No. 2—It is earnestly recommended 
that the association direct its president 
to appoint a committee of not less 
than three of its members to serve 
continuously during the year of 19165, 
whose duty it shall be to familiarize 
themselves thoroughly, with the situa- 
tion with reference to insurance bro- 
kers in the territory outside of Greater 
New York, to co-operate with the Su- 
perintendent of Insurance, the chair- 
man of the board of directors, of this 
association; the chairman of the exec- 
utive committee of the New York As- 
sociation of Local Fire’ Insurance 
Agents, and the president of the New 
York Brokers’ Association, to the end 
that the condition now existing may be 
materially improved. 

Oppose Dual Agencies 

No. 3—It is further recommended 

that the following resolution be adopt- 
ed: 
Resolved, That dual agencies are 
detrimental to the best interests of the 
business, and it is further recommend- 
ed that the secretary of this associa- 
tion be directed to communicate with 
the manager of the Workmen’s Com- 
pensation Service Bureau protesting 
against the practice, now in vogue by 
some of the companies engaged in cas- 
ualty insurance business in, not only 
appointing but maintaining dual agen- 
cies contrary to what we understand 
to be the rules and regulations issued 
by said Bureau pertaining to said sub- 
ject, and to furnish, if requested, such 
additional information and data as may 
be necessary in the substantion of this 
contention. 

No. 4—It is further recommended 
that the association instruct its board 
of directors for the year of 1915 to take 
up for investigation and consideration 
the subject of over-head writing of cas- 
ualty lines and to report its recommen- 
dations upon this subject to the next 
meeting of this association. 

These recommendations were adopt- 
ed by the convention. 

A resolution, proposed by Major N. 
E. Turgeon, of Buffalo, providing that 
the president appoint a committee of 
at least ten members of the associa- 
tion to increase the membership of the 
association during the current year 
was adopted. 


Elect John Kavanagh President 


The committee on nominations re- 
ported as follows: It is with the very 
deepest regret on the part of your com 
mittee to be obliged to report that our 
able president, A. T. Armstrong, re- 
fuses to continue at the head of this 
organization on account of many other 
pressing duties. We respectfully pre- 
sent for your consideration the follow- 
ing nominations: 

President, John Kavanagh, Roches- 
ter; first vice-president, William H. 
Ryan, Buffalo; second vice-president. 
W. H. Harrington, Jr., Troy; third vice- 
president, W. D. Hayes, Rochester; 
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fourth vice-president, L. J. Brownéml, 
Potsdam; fifth vice-president, R. G. 
Wadsworth, Binghamton; sixth vice 
president, C. A. Cole, Niagara Fafls; 
seventh vice-president, G. W. Perry, 
Elmira; treasurer, F. W. Whipple, 
Binghamton; secretary, G. T. Amsden, 
Rochester. 

Board of directors for three years, 
N. L. Whittaker, Fulton; N. E. Tur- 
geon, Buffalo; N. C. Spencer, Buffalo. 
To fill vacancy caused by promotion 
of Mr. Kavanagh of Rochester, A. T. 
Armstrong, of Syracuse. To fill the 
vacancy caused by promotion by Mr. 
Whittaker, J. P. Doyle, Oswego. 

At a meeting of the board of direct- 
ors, Major N. E. Turgeon was unani- 
mously elected chairman of the board 

At the banquet Friday evening of the 
New York Association of Casualty and 
Surety Agents, the newly elected presi 
dent, John Kavanagh, presided as 
toastmaster. The speakers for the oc- 
casion were Judge Hasbrouck, Super- 
intendent of Insurance of New York 
State; Charles H. Holland, general 
manager of the Royal Indemnity; John 
H. Thom, general superintendent of the 
Standard Accident Company; and Leon 
Senior, manager of the Compensation 
Inspection Rating Board of New York 
State. 

Judge Hasbrouck Discusses His Office 

In his remarks, Judge Hasbrouck, of 
the New York Insurance Department, 
said that one of the first invitations 
coming to him to speak before a body 
of insurance men, after his appoint- 
ment to the position of Superintendent 
of Insurance came from Syracuse. 
That speech, he said, was as his sun- 
rise in the insurance business, and it 
seemed fitting that he should come 
back to Syracuse to address the cas- 
ualty agents’ convention at a time so 
near his sunset in the business of in- 
surance. The Judge pointed out that 
since his administration of the office 
of Superintendent that there has never 
been a finger of scorn pointed at him 
and no one has been able to find any- 
thing wrong with the Insurance De- 
partment. The Judge intimated that 
several attempts had been made polit- 
ically and otherwise to catch the Su- 
perintendent’s office napping in the 
handling of departmental matters, but 
that they were always there first. 

Judge Hasbrouck said since incum- 
bency to the office of Superintendent 
that he had learned that there were 
too much law, too many laws, too much 
regulation, and too many regulations. 

He declared that while he took the 
office of Superintendent of Insurance, 
he did not do so as a political move; 
that his sole thought was that of an 
honor; and that he had taken the po- 
sition at a sacrifice. He was not am- 
bitious to continue in office, but rather 
to retire to private life, but it seemed 
a shame that the office of Superin- 
tendent of Insurance should be p'‘aced 
in the position that just when the in- 
cumbent secures a knowledge of its 
affairs which would prove valuable in 
administration that a political change 
comes along and out he goes. 

Judge Hasbrouck called attention to 
the fact that in the last three years 
there have been three Superintendents 
of Insurance in New York State. He 


commended the association for the 
splendid organization built up, stating 
that it speaks well for the desire to 
incorporate proper principles and good 
practices in the conduct of the busi- 
ness, and that the co-operation mani- 
fested will reflect good to all concerned. 
Mr. Hol and’s Speech 

Mr. Holland in his address, dwelt 
largely upon Workmen's Compensation. 
He said that while America was the 
last country to adopt Compensation 
Laws, that America was the first coun- 
try to put those laws on a scientific 
basis. He said that nowhere in the 
world had there been such advance- 
ment in this work as in New York 
State. 

Mr. Holland was enthusiastic in his 
praise of the New York Association of 
Casualty and Surety Agents, stating 
that every agent handling casualty in- 
surance should be a member. He said 
that he would personally recommend to 
all the agents of the Royal Indemnity 
that they should join the association. 

Continuing, Mr. Holland said, that on 
his way from New York to Syracuse 
he had been reading the preliminary 
report of Superintendent of Insurance, 
Judge Hasbrouck, as submitted to the 
legisiature, and he wanted to compli- 
ment the Judge on the common sense 
displayed in the report. 

Mr. Holland said that while referring 
to Workmen’s Compensation Law as 
most humanitarian, that he did not 
consider workmen's compensation in- 
surance the beginning or the end of 
casualty insurance He commended 
the work of Mr. Senior in handling 
the Compensation Inspection Rating 
Board, saying that business of casualty 
insurance was deeply indebted to him 
for the splendid service rendered. 

Service 

Diverting from compensation insur- 

ance, Mr. Holland said that the annual 


meeting of the State association had 
determined two facts, i. e., there is 
much to be done by the association 


and that there is strength in unity. 
He said that there are two peculiar 
qualifications which the association 


cou'd develop The first—personality 
with a convincing swing to it. The 
second—quality of production, and all- 
around better service to themselves, to 
the company they represent, and to the 
public. Mr. Holland said that he did 
not refer to the service commonly re- 
ferred to by companies, and cited as 
an instance of what he had in mind, 
that the agents be constantly in touch 
with their assured and report such facts 
to the home office as the changing of 
a superintendent of a plant covered by 
their policy. 

America Ahead of Other Nations 

Mr. Senior referred to the Workmen's 
Compensation Law as one of the great- 
est pieces of reformed legislation ac- 
complished in our day and generation, 
and that in view of the present situa- 
tion in Europe that we are ahead of 
any of the other nations in the appli 
cation of the law. 

Mr. Senior referred to the great de- 
velopment and service rendered the in- 
habitants of the United States through 
the medium of life insurance. He called 


attention to the magnitude of that busi- 
ness and service, and stated that there 
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ACCIDENT AGENTS ADVERTISING 


EXPERT TELLS HOW TO DO IT 





Interesting Talk by President of the 
Presbrey Company of New 
York City 





In a talk before the Hartford Institute 
on “Advertising as a Factor in Selling 
Accident Insurance,” Harry Porter, 
president of the Frank Presbrey Com- 
pany, one of the leading advertising 
agencies of New York, said a few days 
ago: 

The Local Campaign 

Now, the local advertising campaign 
should not require a great expenditure 
of money. The advertisements them- 
selves need not be large—a single col- 
umn advertisement, six inches long is 
sufficient, for this size advertisement 
properly constructed and _ illustrated 
will command attention on any adver- 
ting page of any newspaper. The 
question of the advertising matter for 
the local papers must be considered as 
carefully as that for the national cam- 
paign. It must be a direct appeal to 
the people who most need accident in- 
surance. It must be written in a pop- 
ular vein, but the same laws that gov- 
ern a national advertising campaign 
must also govern the local advertising. 

Everything I have said about the im- 
portance of capitalizing the human and 


primitive elements in advertising ap- 
plies with equal force to the direct 
work of the agent. He should an- 
alyze the foibles and the peculiarities 
of each man with whom he talks in- 
surance. He should make each pros- 
pect an individual study. He should 


bend his appeal to the type of man he 
solicits—keeping always in mind, how- 
ever, that the salient emotion in every 
prospect, whatever his obligation—be 
it wife or mother—is fear. 

He should not endeavor to merely 
sell a policy, just as he would so much 
merchandise, but, he should plan to 
make a man introspective, so that he 
will realize how unfair he is to those 
dependent upon him when he fails to 
carry accident insurance, and thus get 
him to virtually sell himself. 

Doing Welfare Work 

The insurance agent is doing more 
than selling insurance—he is doing a 
rational welfare work that contributes 
in an inestimable way to the country’s 
measure of contentment through the 
safeguarding of the family income. 

How can you make yourself a bigger 


factor in this work—how can you in- 
crease your volume of business and 
thus increase your personal income? 


That depends upon yourself—upon the 
direction of your efforts and the de- 
gree of efficiency you put behind them 

Advertise in your local newspaper by 
all means but advertise correctly and 
persistently. However, do not let your 
aggressiveness end there. Bring into 
play every auxiliary force that you can 
muster. Take advantage of every fac- 
tor that will add the slightest percent- 
age to the possihilities of increased 
selling success. Do not solicit pro- 
miscuously or spasmodically but fol- 


low a carefully defined and systematic 
plan of attack. 
The Follow-Up 
Another phase of my intimate per- 


sonal follow-up of prospects would be 
the following: Immediately after call- 
ing on a man, whether my efforts had 
proved successful or not, I would send 
him a personal note thanking him for 
the courtesy of the interview. This 
would tend to show my appreciation of 


the business given, and thus gain in- 
creased good will and a stronger pos- 
sibility of my being recommended to 


others—or it would give me an oppor- 
tunity to present my appeal in a new 
way while the question was still fresh 
in the prospect’s mind. 

As a most effective part of almost 
any follow-up work through the mails 
I would suggest an idea which is based 
on the psychological fact that if you 
have something definite to show a man 
rou are more apt to arouse his interest 
and thus succeed in getting him into a 
receptive state of mind than if you 
simply generalize. 
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marily responsible for the great im- 
provement thus brought about. It was 
at his suggestion that the company 
officials gathered in New York and 
through his efforts that the constitu- 
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SAFELY PASSES ORDEAL 





Union Casualty of Philadelphia Under- 
goes Official Examination With 








Call attention in one 
of your letters to a marked paragraph 
or section of an enclosed leaflet, which 
in view of the attitude of the prospect 
toward accident insurance, should be 
of personal interest. Mark, this para- 
graph or section heavily with ink. It 
is a matter of observation that not 
only the marked section will be read, 
but the entire leaflet, due to the man- 
rer in which it has been introduced. 
It is very possible that there is nothing 
especially new in my recommendations 
regarding the character of the _ inti- 
mate field work that should be done 
by the agent in order to further de- 
velop his business. You probably, at 
various times, have tested the ideas. 
Put—did you back up your tests with 
ccurage? It takes time for the leaven 
of any advertising work or efficiency- 
method to show results. Its fruits are 
not for the timid—but for the man 
whe looks ahead, not from week to 
week or from month to month, but 
from year to year—for the man with 
sufficient courage to “hold on” when 
he might be tempted to “slide back.” 

Plan to carry on an intimate and 
persistent follow-up work for a year, 
end you will be certain to grati- 
tying results. 


To illustrate: 


see 


LITIGATION COSTS $50,000 


The annual cost of litigation over 
compensation claims in New Jersey i 
between $50,000 and $60,000. This 
amount of money is spent in litigation 


over the 7 per cent. of the claims which 
are brought to the county courts which 
tend to give different types of decisions 
uncertainty and instability in 
administration of the law. 


creating 
the whole 


YORK STATE MEETING 
ntinued from page 19.) 
was the same field for casualty 
ance. It only remains for the proper 
discrimination of educational data to 
the general public to see the casualty 
business shake off its swaddling clothes 
and attain a position of prominence 
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in the world. 

Mr. Thom said that in view of the 
addresses that preceded him he did 
not know why he had been asked to 
come there to make a speech. In a 
few well put words, Mr. Thom dis- 
cussed technical questions which from 
time to time confront the agents and 


matters incident to publicity. 
More Than 150 in Attendance 
The banquet was served in the ball 
Hotel with about 


room of Onondaga 
cne hundred and fifty in attendance, 
and was one of the most enthusiastic 


ever held in Syracuse. Jetween 
courses the diners sang popular songs, 
including “Tipperary.” 
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Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 


SAMUEL APPLETON, United States Manage: 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 


Satisfactory Results 





COOK COUNTY EXCHANGE 


MEN ORGANIZE 


Every phase of activity of the Union 
Casualty, of Philadelphia, was thor- 
oughly gone into by representatives of 
the Pennsylvania Insurance Depart- 
ment, a short time ago, the result be- 





PLATE GLASS 





Constitution and By-Laws Adopted in 
New York City—Corrects Bad 





Conditions ing a complete verification of the 
Company’s financial statement as of 
Home office representatives of prac- December 31, 1914. 

tically all the companies transacting These figures are as follows: Ad- 
plate glass business in Cook County, mitted assets, $769,776; liabilities, ex- 
Illinois, gathered in the home office of cluding capital, $426,614; capital, $250,- 

the Lloyds Plate Glass Co., in New 0900; net surplus, $93,161. 
York on February 24 and adopted the The total income for the year was 
constitution and by-laws for an organi- $627,232; $585,795 of which consisted 


of net premiums. Disbursements of 
every kind amounted to $481,956. 
Beginning business on October 22, 
1909, the progress of the Union Cas- 
valty since that time has been steady 


zation to be known as the Cook County 
Plate Glass Exchange. The plans con- 
template the adoption of some equitable 
rating scheme and some action that 
will ultimately place the rates and com- 


missions on a uniform basis. and sure, its management laying the 
The proposed plans are unique in as foundation for lasting success, rather 
much as they provide for the appoint- than seeking sensational growth. 
ment of an Exchange manager with a All suggestions previously made by 
salary. It is the first time in prac- the examiners with respect to book- 
tically fifteen years that a compact keeping methods, have since been 


made, the Company’s executives show- 
ing a desire to meet the views of the 
Department representatives in every 
way. 

The official report of 
tion altogether is distinctly creditable 


for Cook County has been successfully 
formulated and accepted by all the com- 
panies in the business. Conditions in 
years past have been in a disorganized 
state both as to rates and commissions 
end every company writing plate glass 
insurance jn that section will appreciate to the administration of the Union 
the effect of the Exchange. Casualty, and especially to Vice-Presi- 
H. C. Hedden, secretary of the New dent and General Manager Roger 
Jersey Fidelity & Plate Glass, is pri- Byrnes, the active directing force. 


the examina- 








SIXTH ANNUAL STATEMENT OF 


Georgia Casualty Company 


MACON, GEORGIA 
AS OF DECEMBER 31st, 1914 


(WRITING CASUALTY INSURANCE ONLY) 
ASSETS | LIABILITIES 
Real Estate er ee y $375,000.00 $221,526.99 


Premium Reserve . . 





Bonds .$148,319.86 Liability Loss Re- 
Stocks 25,000.00 173,319.86 SN eae aes 102,309.96 
————_- Net Unpaid Losses 
Mortgage Loans .. . 120,075.00 and Claims 26,126.48 
Collateral Loans 4,000.00 Commission on Pre- 
Cash in Bank and | miums in Course 
BE. fo awhalsnaia 115,889.66 of Collection ... 50,640.30 
Premiums in Course | Reinsurance ...... 253.22 
of Collection 198,329.06 | Estimated Com- 
Advance on Con- muted Commis- 
tracts (secured). 1,952.61 sions on Life 
Accounts and Bills | Agents’ Contracts 3,601.95 
Receivable ..... 17,620.46 | Taxes Accrued . 5,000.00 
Interest and Rents | All — Liabilities. 1,950.00 
Accrued ....... 8,812.39 | Capita 
wo or tat 540.00 
GROSS ASSETS.$1,014,999.04 | Net S 
Assets not Admitted 100,496.31 | plus . 202,553.83 
Surplus as to 
Policyholders $503,093.83 
Total Admitted | LS 
Assets ..... $914,502.73 ' Total Liabilities $914,502.73 





$853,057.26 
$82,200.96 


Surplus and Reserves as to Policyholders 
Increase in Reserves , ‘ 
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EDUCATING F. & ©. EMPLOYES 


INTERESTING LECTURE COURSE 





Instructors Secured and Classes Or- 
ganized—English and Mathematics 
Among Subjects Taught 





The Fidelity & Casualty of New 
York, has instituted a novel method of 
educating its home office employes. 
Two courses have been planned and 
put under way—a course in English and 
one in insurance mathematics. C. E. 
Scattergood, assistant secretary of the 
Company, is supervising both and is 
the lecturer on mathematics. He has 
already given four lectures on (1) In- 
surance Mathematics Outlined (2) Iin- 
terest: Simple and Compound (3) Use 
cf Logarithms and (4) further in the 
Use of Logarithms. The lectures are 
held every Tuesday at five o’clock, 
there being about thirty-five attending 
recruited from all departments of the 
Company. 

The course in English is under the 
direction of J. D. Hines, a former in- 
structor of English in the New York 
High Schools. E liott C. Beams is sec- 
retary and treasurer of the class, and 
has been largely instrumental in get- 
ting it together. There are about one 
Lundred and eight enrolled to date, each 
of whom pays about ten dollars for 
thirty-four lessons. 

The F. & C. formerly had a regular 
class room in which R. H. Gunagan, 
assistant manager of the inspection de- 
partment and George M. McAinsh con- 
ducted a course of instruction in fac- 
tory conditions and safety appliances 
for the benefit of the inspectors. About 
four years ago, T. E. Gaty, secretary 
of the Company, instructed the em- 
ployes in a series of lectures on the 
liability contract of the Company and 
its coverage. 

It is to be seen from this that the 
Fidelity & Casualty has made every 
effort to give those of its employes who 
are ambitious, every opportunity to 
educate themselves for better things. 
In fact, the Company permits men from 
other companies to benefit from these 
lectures. Similar plans are in effect 
in several other companies and all are 
found to be derivative of splendid 
results. 


SUIT FOLLOWS AGENT’S DEATH 
Interesting Question Raised in Suit 
Against Peerless Casualty Com- 
pany, of Keene, N. H. 





The suit of Mrs. Catherine E. Britton 
of Westfield, Mass., formerly of this city, 
against the Peerless Casualty Company 
of Keene, N. H., was tried before Judge 
Herbert S. Bullard in the city court yes- 
terday. Harry A. Britton, the husband 
of Mrs. Britton, had worked in grocery 
stores in the city and because of that 
employment he had a wide acquaint- 
ance. He was found asphyxiated on 
August 18, 1913. He was, at the time 
of his death, an agent of the Peerless 
Casualty Company and he had a policy 
for $500 in the company. There was a 
provision in the policy that in case of 
death by asphyxiation, but one-fifth of 
the amount called for in the policy was 
payable. The Company alleges that it 
is not liable under the policy, as Brit- 
ton had not paid the premium for Au- 
gust at the time of his death. 

On behalf of Mrs. Britton it was con- 
tended that Britton, as an agent, was 
not required to pay the premium on the 
first of the month, that his accounts 
showed that he was carrying out his 
usual custom and that his records 
showed that he had indicated on them 
that he had paid his own premium and 
the premiums of other policyholders, 
though he had not turned the money 
over to the Company. 


James R. Duffin will be elected presi- 
dent of the Inter-Southern of Louisville. 
Two-thirds of the stockholders of the 
Inter-Southern and Citizens National 
have agreed to the merger between the 
two companies. 








No Red Tape and 
No Delay 





Incorporated April, 1905 


Alinnis Surety Company 


“WE ISSUE SURETY BONDS” 


Liberal Commissions —:: 
WRITE TO DAY 


Local Agents Wanted Everywhere 


Attractive Contracts 








AGENTS MUST BE BROKERS, TOO 


That is if They Want to Write Rein- 
surance in New Jersey 





The coverage permitted a _ surety 
company is limited by law. In Newark, 
N. J., agents have an agreement among 
themselves by which 20 per cent. is 
paid for reinsurance. Now it develops 
that the agent in order to accept this 
reinsurance must take out a broker's 
license, which costs $10. In other 
words, while it is illegal for a company 
to write too large a line, it is also 
illegal for an agent to act as an inter- 
mediary in relieving a company of part 


of a line unless the agent is also a 
broker. 

Manager Clark, of the American 
Surety Company in Newark, thinks 
that the brokerage law is inconsistent 
in this regard, and with R. R. Gilkey, 


of the Surety Association he called 
on the New Jersey Insurance Depart- 
men this week. There can be no re- 
lief, however, except by a new statute, 
aud it is practically too late to intro- 
duce this. 


James Goodwin Batterson, IV., a 
great-grandson of J. G. Batterson, who 
founded the Travelers, was born in 
Chicago in February. He is the son of 
Mr. and Mrs. Walter E, Batterson, of 
Chicago. His father is special agent 
in the Chicago office of the Travelers. 
Mrs. Batterson was Miss Anne Cargill, 
of Hartford. J. G. Batterson, IV., will 
be an insurance man when he grows 
up, and, if he measures up to tradition, 
will be a mighty good one. 


he 


AT A REDUCED PREMIUM 


Accident and Health Insurance Offered 
by Pacific Mutual Life at 
Minimum Cost 


Those carrying life insurance policies 
with the Pacific Mutual Life, of Los 
Angeles, are notified of their ability to 
procure accident and health insurance 
as well, “at minimum cost.” The size 
of the special disability contract is 
graded according to the amount of life 
insurance carried by the applicant with 
the Company. Thus $1,000 policyhold- 
ers “are entitled to take out a $10 a 
week disability insurance at the re- 
duced rate.” If a $2,000 life policy be 
had, $15 per week can be taken out, 
the amount being increased to $25 per 
week if the life policy be for $5,000. A 
large amount of insurance of this char- 
acter has been sold by the Pacific 
Mutual Life, and the Company is con- 
vinced that a great deal more could 
be issued if the form of protection were 
more thoroughly canvassed by the field 
force. 


SUED FOR $25,000 


Dr. Frederick S. Honsinger of Syra- 
cuse, has been sued for $25,000 dam- 
ages by a man hit by his automobile. 
The litigant claims that the chauffeur 
was speeding. 

AETNA BRANCH IN ELMIRA 


The Aetna Life has opened a branch 
in Elmira, N. Y. C. R. Telford is man- 
ager. He comes from Rochester, and is 
a university man. 











The reason ? 


rolling snowball. 


3 You Don’t Have An Annual Struggle 


to hold renewals when your business is placed with 


the Maryland Casualty Company. 


Because our policyholders get good value and are 
satisfied. Nowhere can they get more liberal policies, 
creater financial strength, better inspection and claim 
service, nor closer attention to their interests in every 
way, than from The Maryland. 

This means that your renewals are easy and that 
you have more time for the creation of new business, 


which also renews itself, and thus piles up like the 


We may have an opening right now in your town. 


v;" We We td We CTLTTT wa 

















Why not write us and find out? Mention this paper. 

3 CASUALTY Wess Giusy SMPANY] ‘SURETY 
3 INSURANCE ERTS Greroence BONDS 

> HOME OFFICE—BALTIMORE 

: THE COMPANY THAT HELPS ITS AGENTS 














1915 A BOOST YEAR 


National Surety Company’s Letter to 
Agents Tell How Company Has 
Grown 
The National Surety Company has 

sent to ag<«nts the following letter: 
There was a time when our Company 

was weak financially. There was much 

doubt whether we could continue in 


business or would be compelled to liqui 


date. The former management of the 
Company had an incorrect viewpoint 
and the result was nearly disaster. 
These times happily are behind us! 
The conservatism of the Company in 
its underwriting and its correct meth- 
ods of business, are recognized every- 
where. The “great financial strength 
of the Company” is conspicuous and 
this too is very generally conceded. 
We should never fail to emphasize 
these facts. Th truth eventually 


reaches everybody; 
. ss ™ 6 = 
however, of 
and 
facts, 


there is a way, 
accelerating public opinion 
that is, through advertising the 
and we are go‘ng to advertise it, 
and we want you to do None 
of the officers of the Company will miss 
opportunity to point out 
the “great strength” that we 
the “conservative 
Company, and if 
not arise we are 
going to create the opportunity and we 
urge you to do so. 
It is true—it is a matter of pride with 
is down here and, the circulation of 


likewise 


hereafter 
financial 
ittained and 
gement” of the 


the opportunity does 


the fact will help the Company and 
will help you as a representative of 
such a sound, “conservatively managed 







company!” Let us all talk it to every- 
body!!! We have something well 
worth talking about, something we can 
“boost” truthfully and honestly. There 
was a time when we could not say 
much in reply to the “knocks” of our 
“kind friends,” but now the tables are 
completely turned as r as financial 
strength is concerned but we shall not 
attack our former antagonists, but we 
are to continue building, building, 
building always—never destroying any- 
thing belonging to a competitor We 
are all proud of our Company and want 
to show everyone with whom we come 
in contact that we are sincerely proud 
of it. 

We desire that 1915 be a year « 
boosting in which we should all 
endeay he truth to the un- 


unbeliever 


that the strong 

est he world is the 

one ! st loss paying 
power, namely surplus! 

Remember that the N itional has a 

larger surplus than any other surety 

company in the world! (transacting no 


casualty insurance). 





SYRACUSE PAPER CALM 
How News of Advance in Automobile 
Rates Was Received—Many 
Thefts 


Increase in ommercial cars 
was made the subject of a column story 
in the Syracuse Herald last week, to 
the effect that the extra premium 


because of the 


rates on ¢ 


was 


required number of au 
tomobile thefts. One of the companies 
notified its Syracuse agent that five 


cars were stolen for every day of 1914 

What interested Syracuse men 
in the was its friendly tone, in 
contrast the average daily paper 
comment after news of an increase in 
rates is learned in an editorial room. 


most 
field 


+ 
to 


DOLLAR A MONTH POLICY 

The Federal Life, of Chicago, is fea- 
turing its wage earners’ Income Policy, 
the premium on which is one dollar a 
The policy every kind 
accident, it pays double indemnity 
accident while in public convey- 
»pelled by steam, cable or elec- 
tricity, it pays 60 per cent. increase (5 
per cent. quarterly) of principal sum 
during first t Monthly in- 
demnity benefit is increased 10 per cent 
if annual premium is paid in advance, 
and 5 semi-annual is paid 
in advance 





mont} pays for 
of 
for 


ance, pri 
hree 


years 


per cent 
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Premiums Losses Premiums Losses Premiums Losses Premiums Losses 
Company Received Incurred Company Received Incurred Company Received Incurred Company Received Incurred 
Accident Maryland Cas., Md... 45,864 20,702 Amer. Fidel., Vt...... 18,414 95,279 Globe Indem., N. Y.. 142,354 11,716 
Aetna A. & L., Conn..$306,429 $108,629 Mass. B. & I. Mass... 66,350 16,988 Amer. Mut., N. Y..... 24,541 13,888 Guar. Co., B. A...... aor 
Aetna Life, Conn.... $129 $...... National Sur., N. Y.. 120,288 49,110 Brew. Mut. Ind., N. Y. 111,846 23,198 Hartford A. & L, Ct. . ier 
Amer. Fid., Vt...... 9,215 3,838 New Amster., N. Y.. 58,318 27,372 Cas. Co. Amer. N. Y. 593,395 441,867 Ill. Surety, Ill........ 87,119 119,618 
*Brotherhood A., N. Eng. Cas., Boston. 30,238 30,087 Central & Western... 5,806 7 tater. Fid., N. Z...:.5 8,773 2,229 
Massachusetts 31,781 18,163 New Jersey F., N. J.. 14,949 4,355 Com’! Cas., N. eee 346,286 134,692 L.& L.G. & A. Can. 6,378 4,033 
Cas. Co. Amer., N. Y.. 66,478 38,504 Ocean A. & G., Eng... 57,982 19,365 Employers Lia., Eng. 771,580 399,472 Maryland Cas., Md... 48,725 6,095 
Colum. Nat. Life, Bos. 6,918 964 Pref. Acc., N. Y...... 63,220 22,487 European Aec., Ming... 23,560 «2.4... Mass. B. & I., Mass.. 133,023 19,183 
Com’ Cas., N. J..... 12,167 6,499 Prudential Cas., Ind.. 2,427 1,443 Fidelity & Cas., N. Y. 388,156 416,202 Nat’l Surety, N. Y... 596,785 218,831 
Conn. Gen., Hartford. 39,540 9,315 Royal Indem., N. Y.. 65,469 19,222 Fidelity & Dep., Md.. 356,506 315,998 New Amster., N. Y... 12,339 1,025 
Conti Cas., ImG...0..- 138,389 48,635 Southern Sur., Okla.. Sas | ~xbenes First Mut. Lia., N. Y. 2,689  ...... N. Eng. Cas., Boston 58,769 34,253 
Employers Lia. Eng. 15,980 4,804 Southw’n. Sur., Okla.. 26,144 8,940 Frankfort Gen., Ger.. 121,867 105,155 Pac. Coast Cas., Cal.. 1,079  ...... 
*Equit. Acci., Mass... 18,946 de OE Oe eee 41,748 9,937 Gen. Acc., S@otland.. 402,171 332,634 Pref. Acc., N. Y...... . see 
European Acc., Eng.. 70,340 19,471 U.S. F. & G., Md..... 18,933 2,651 Globe Indem., N. Y.. 347,350 319,568 Royal Indem., N. Y.. 31,621 1,086 
*Federal Cas., Mich.. 34,677 14,621 . Hartford A. & I., Ct. 56,096 8,046 Southern Sur., Okla.. 69,087 19,260 
Fid. & Cas., N. Y... 530,011 193,610 Credit. Knick. M. Lia., N. Y.. 6,787 , - ere oe me. Bao mS 
Fidelity & Dep., Md. 33,885 18,087 Amer. Credit, N. Y...$101,548 110,296 L. & L. G. & A., Can. 179,386 91,256 U.S. F — on . 57, 
*Frankfort Gen., Ger. 20,171 10,621 [on G, & A. hat oo ‘ 61.407 London G. & A., Eng. 372,264 221,750 U.S. G., N. Y....... 91,679 21,209 
Gen. Acc., Scotland.. 171,884 59,318 Ocean A. & G., Eng.. 171,976 126,688 Lum. Mut. Cas., N. . # 2,594 25 Teame Damage. 
Globe Indem., N. Y.. 41,968 6,991 Mfgrs. Lia., N. Y.... en | weuate wel. Vt 184 288 
Great E., Cas., N. Y.. 132,378 46,434 Fidelity Mass. B. & I., Mass. 369,752 280,693 Amer. Fidel. Vt...... $ $ 
Hartford A. & I., Ct... 1,140 62 : E Maryland Cas., Md... 216,059 286,527 Workmens Collective 
L. & L. G. & A., Can. 10,962 1,744 Aetna Life, Conn.... $12,215 $11,086 New Amster., N. Y.. 243,008 208,119 Aetna A. & L., Conn. . $81 —$12 
Lon. G. & A., Eng... 23,813 2,837 Amer. Fidel., Vt..... $10,799 $975 N. Eng. Cas., Boston. 63,397 126,541 Cas. C. Amer., N. Y.. $15,336 $358 
*Loyal Protec., Mass. 55,949 28,810 Amer., Surety, N. Y.. 264,879 67,293 Nor. & L. Acc. Eng. ...... 1,250 Employers Lia., Eng.. a 
Maryland Cas., Md... 28,023 17,134 Capital City, N. Y.... 531... ees Ocean A. & G., Eng. 355,696 321,991 Fidel. & Cas, N.Y. ...... 240 
*Mass. Acci., Mass... 41,461 21,318 Cas. Co. Amer., N. Y. 38,077 2,634 pac Coast Cas., Cal. ...... 7,833 Frankfort Gen. Ger.. 33 49 
Mass. Acci., Mass.... 41,461 21,318 Employers Lia, Eng.. 20,176 7,234 pref. Acc., N. Y...... 237,100 62,898 Globe Indem., N. Y... 180 26,832 
*Mass. B. & I., Mass.. 130,058 64,879 Equit. Surety, Mo.... 3,253 1,948 prudential Cas., Ind.. 153,172 49,336 Royal Indem., N. Y... > aoecas 
et. Casa Mi Yew oc< 36,181 10,652 European Acc., Eng.. 2,964  ...... Royal Indem., N. Y.. 303,427 209,172 Standard Acci., Mich. 564 205 
*Met. Life, N. Y. City 27,059 4,042 Fidelity & Cas., N. Y. 124,638 = 32,433 southern Sur., Okla.. ae Southw’n Sur., Okla... er 
*Nat'l Cas., Mich..... 90,234 32,362 Fidelity & Dep., Md.. 101,958 22,592 southw’n Sur., Okla.. 62,736 21,200 Travelers, Conn. .... 1,547 636 
New Amster. N. Y... 66,051 14,784 Globe Indem., N. Y... 17,810 2,479 Standard Acci., Mich. 249,247 118,580 U.S. F. & G., Md.... 605 143 
N. Eng. Cas., Boston 3,864 2,806 Guar. Co. of N. A.... 19,742 7,087 Travelers, Conn. ....1,911,607 1,287,191 Wertenente Goupeneatien 
N. J. Fid., N. J...... 84 3,245 Hartford A. & I, Ct. 6,036 ...... Travelers Ind., Conn. 39,028 25,000 , sn. a & L.. Ct....$924,972 $83,093 
*N. Amer,, A., Ill.... 143,572 58,192 Illinois Sur., Ill...... 7,846 2,392 Utica Mut., N. Y..... 1876  ...... Amer. Mut., N. Y....$329°650 $17,680 
Ocean A. & G., Eng. 66,597 17,962 International, J. C.... 1,637 100 U.S. C., N. Y........ 233,316 167,707 : a disap , 
pe eo L.é@.L. G.€ A. C 7 O55 59 9 Bakers Mut., N. Y... 22,934 868 
*Pa. Coast Cas., Cal. 1,35 422 L. & L. G. » Can. 7,255 U.S. 7. &G, MA.... SI68T MARTY SOO eS a © tnnoes onee 
Pacific M. Life, Cal... 52,009 16,566 Maryland Cas., Md... 23,942 14,846 Zurich Gen., Switz... 460,412 197,536 ic din ce a 493.154 26293 
Pref. Acc, N. Y...-. 272,801 96,648 Mass. B. & I, Mass.. 31,736 _ 2,645 sis teed Central & Western... 53.188 1.612 
Prudential Cas., Ind. 7,180 3,620 National Sur., N. Y.. 156,901 73,599 Giobe 3 Sees SS net on. 2 2. 153.214 10.694 
Royal Indem., N. Y... 33,519 16,614 New Amster., ee ae 3,047 ‘t**-s Ind. & O. Live Stock. $4,143 $905 Emplovers Lia., Eng. 924.245 62,204 
51.6 3 1g 3 11,33 2,063 p10} ’ & ’ 
*Ridgeley P. A., Mass. 61,646 34,342 N. Eng. Cas., Boston. 337 062 Siete Ghee Bavepcen Acs. Mae 29216 
*Southern Sur., Okla. 4,736 6,369 Ocean A. & G., Eng. 16,072 6,251 : : ut : “ - : errr 
” kl 1,195 158 Pac. Coast Cas., Cal BO etek Aetna Life, Conn..... $31,696 $11,220 Fidel. & Cas., N. Y... 451,428 32,481 
Stnaned Aeci, Mich 271145 #2008, Pref. Ace, N.¥...... 2318 ...... Cas. Co. Amer., N. Y. 70,761 23,382 Fidelity & Dep., Md. 219,721 — 9,868 
Sranelrs, Conn... 634436 274.243 Royal Indem., N. ¥... 38426 | 7,386 Com’l Cas. N. J..... 9,858 979 First. Mut. Lia. N. Y. 53,814 3,464 
rélere. : 057 591 Southern Sur., Okla.. 6,988 62 Employers Lia., Eng. 4,401 1,760 Frankfort Gen., Ger.. 53,652 4,428 
Travelers Ind. Conn.. 8,057 4,591 , , . Scotland... 171.630 8978 
oC. &. Can, M..Y.....< 106000 55,259 Southw’n Sur., Okla.. 2,050 4,239 Fidel. & Cas. N. Y.. 126,180 35,380 Gen. Acc., Scotland.. ’ | 
"gs F. & G, Me 7 g19 U. S. F. & G., Md.... 139,483 102,118 Fidel. & Dep., Md.... 56,755 23,195 Globe Indem., N. Y... 401,430 = 24,391 
U. 5. F. & G., Md... Lope oe we a d N. Y 28.650 10,548 Hartford A. & I., Ct. 41,078 1,446 
*World Casualty, Ill. 20,149 See OG. oS, By Sa ccancss 88,501 16,388 Globe Indem, N. Y... : , ied Mut i y sen 1337 
Zurich. Swi 25 Fly Wheel Great East. Cas., N. Y. 40,134 17,804 ‘indus. Mut., N. X.... 7040 , 
Zurich, Swits. ....... 266 ” 4 Knick. Mutual, N. Y¥.. 24,144 693 
*Includes health. Aetna Life, Conn.... $334 $...... ee . . Ct. by H ‘ a L&éLG & A. Can 62657 2 156 
a y ui 5, ros 4. a G. & A., Can.. 55 , . . G. . Can. , , 
Actomente Property Damage = noe ken in, ot Lioyds P. Glass, N.Y. 168,387 56,028 Lon. G. & A, Eng... 401,656 22,195 
Aetna Life, Conn... ..$122,503 $37,247 Fidelity & Cas., N. Y. 12,642 1,776 Maryland Cas., Md... 37,723 11,573 Lum. Mut. Cas., N. Y. 72,611 4,030 
Amer. Fid., Vt....... $1,099 $861 Giobe Indem., N. Y.. 603 500 Mass. B. & I., Mass.. 33,876 13,702 Maryland Cas. Md... 196,837 ao 
Amer. Mutual, N. Y.. 91... - Hart. Steam B. & Ins. 19,534 ...... Metro. Cas. N. Y.... 195,157 69,866 Mass. B. & I. Mass. 320,204 29,284 
Cas. Co. Amer, N. Y.. 17,370 880 Maryland Cas. Md.. 2,281 ...... New Amsterdam, N. Y. 48,296 19,637 Metro. Mut. N. Y... 22,730 1,601 
Cent & West. Mut... 2,540 a Royal Indem., N. Y.. _ are N. Eng. Cas., Boston. 25,084 9,073 Mfers. Lia., N. J..... Ea.000 1,446 
Com'l Cas., N. J. or 46,642 11,728 Travelers Ind., Conn.. 2,748 ...... New Jersey F., N. J.. 41,105 12,802 New Amster., N. Y... 226,171 16,039 
Employers’ Lia., Eng. 93,183 20,992 Health New York P. G., N. Y. 241,920 92,866 N.Y. P.& B......... 27,192 464 
Fid. & Cas. N. Y..... 19,107 5.478 aetna A. & L., Conn. $99,333 $47,398 Ocean A. & G., Eng.. 19,958 8,629 Ocean A. & G., Eng.. 314,212 18,834 
Fid. & Dept. Md..... 30,238 11,322, Amer. Fidel., Vt..... 4,181 2.772 Pref. Acc., N. Y...... 14,133 17,716 Pref. Acc. N. Y..... 2,684... ; 
First Mut. Lia., N. Y. SE tte es Cas. Co. Amer., N. Y. $36,831 $15,958 Prudential C., Ind.... 13,292 6,161 Prudential C., Ind. 16,594 912 
Frankfort Gen., Ger.. 4,497 1,311 Col, Nat. Life, Bos... 4,424 1,325 Royal Indem., N. Y... 23,345 7,298 Royal Indem., N. Y.. 279,010 — 18,316 
Gen. Ace., Scotland. 46,531 52,707 Com] Cas. NJ... 7,833 3,355 Sovthw’n Sur., Okla.. 3,193 1.119 Southw’n Sur. Okla... 38,098 439 
Globe Indem., N.Y... 71,583 —.....- Conn. Gen., Hartford. 16,666 14,129 U.S. C., N. Y....... 8,819 1,92” Travelers, Conn. ....2 741,373 171,058 
Hartford A. & I., Ct... 11,959 1,583 Continental Cas., Ind. 69,660 28,601 U.S. F. & G, Md.... 22,345 9,304 United S. Cas., N. Y. 219,633 = 11,704 
LL&L. G. & A., Can. 9,840 15,089 Employers Lia., Eng.. 4,207 2,198 Physicians Defense. Utica Mut., ee eee 133,308 5,546 
Lon. G. & A.. Eng.... 43,113 16,024 European Acc., Eng.. 29,881 5,771 ; 3 5 1.66 U. s. F. & G., ae 211,838 15,097 
Lum. Mut. Cas., N. Y. Te  xeeees Fidelity & Cas., N. Y. 410,330 242,940 Maryland Cas.; Md... $3,967 $1,665 Zurich, Switz. . 328,217 3,140 
Maryland Cas., Md... 9,206 4,524 Fidelity & Dep., Md.. 19,246 9,113 Sprinkler Leakage 
Mass. B. & I, Mass... inane ae Gen. Acc., Scotland... 82,442 30,581 Aetna Life, Conn..... $23,010 $5,294 GEORGIA CASUALTY CO. 
New Amster, N. Y... 14,778 0,50" Globe Indem., N. Y.. 20,488 9,394 Maryland Cas., Md... $36,551 $14,608 
N. Eng. Cas., Boston. nes ane Great Eastern, N. Y.. 106,186 33,754 U.S. C., N. Y........ 5,948 210 Now Has Surplus of $853,057—Increas- 
Ocean A. & G., Eng.. 39,645 , Hartford A. & I., Ct. eS es Its Reserves 
1 wv 99 Steam Boiler 
Pref. Acc., N. an tata 123,860 37,448 L. & t. 6. & A., Can. 5,517 1,363 Z 7 $82,200 
Prudential Cas., Ind.. 23,938 14,026 Ton G. @ A, Eng... 14642 3,832 CAS. C. Amer, N. Y.. $133 $1,030 , 
meget tndem. WY... O17 SL Marviend Cas, M4... 12490 dace Sumeree See. Ree. Thies 4---.-. The Georgia Casualty Company of 
Southw’n Sur., Okla.. 10,089 1,225 wetro. Cas. N Y 13.601 4.729 uuropean Acc., Eng... S16 ...... a : en : 
=e ; : aa a 7 e509 etro. Cas., N. Y.... , . Fidel. & C N.Y 60.413 29.379 Macon, Ga., which was originally organ 
Standard Acci., Mich. 25,674 7,252 New Amst N.Y 17.033 g207 “ide. as. N. Y.. , , : . : 
; yori . wew Amster., N. YX... 08¢ 221 Globe Ind N.Y 9.517 1113 ized as the Georgia Life Insurance 
Travelers Ind., Conn.. 162,636 64,519 NR Cas.. B 3.33 247 ziobe Indem., N. Y.. , ’ ; . “oe 
oe : N. Eng. Cas., Boston. ol A793 Hart. St B. &I 150.562 8.641 Company, and also began the writing 
U. S. Cas. ... Y..... 15,966 6,917 New Jersey F., N. J 104 a es wee: ; of casualty insurance, later reinsurin 
1.8. F.& G., Md..... 37,306 9,938 A on San sae Lon. G. & A., Eng.... 6,527 —9 of ca y. , a 
U. 5. F. nade 75.536 31/009 Ocean A. & G., Eng.. 25,060 14,201 Maryland Cas. Md 15.700 12,408 its life business, has made a distinct 
=u, Ducane . Te eee" Pac. Mut. L., Cal..... 30,817 14,459 Ocean A. & G. Eng.. 19.575 363 Success as a casualty company. It has 
: Burglary and Theft Pree. BO6., MH. Feccacs 74,136 36,288 Royal Todom 'N Y es 20.211 322 taken a leading place among the young- 
Aetna Life, Conn..... $54,809 $13,366 Prudential Cas., Ind. 924 529 Travelers Ind Conn. 45.350 3.448 er casualty companies, and by main- 
Amer. Fidel., Vt..... $9,02 $4,263 Royal Indem., N. Y... 14,279 5,231 US.C.NY “5 11121 ’g49 taining a conservative underwriting pol- 
Cas. Co. Amer., N. Y. 41,278 20,682 Southw’n Sur., Okla.. 790 1,444 eaieadiegs wpe ia'sC NTS P icy has materially added to its business 
Employers Lia. Eng.. 35,268 14,023 Standard Acci., Mich. 34,779 17,551 Surety and resources for the protection of pol- 
European Acc., Eng.. 64,766 11,318 Travelers, Conn, 139,391 61,068 Aetna Life, Conn.... $90,220 $103,241 icyholders each year. The president of 
Fidelity & Cas., N. Y. 202,793 73,198 Travelers Ind., Conn. 8,791 561 Amer. Fidel., Vt..... $31,402 $4,534 the Georgia Casualty is W. E. Small, 
Fidelity & Dep., Md.. 57,997 ae 2 Se eee 61,235 33,043 Amer. Surety, N. Y.. 567,370 126,280 while the underwriting policy is direct- 
Frankfort Gen., Ger.. 9,950 3,672 U.S. F. & G., Md. 2,410 726 Capital City, N. Y.... 123,837 40,759 ed by its able secretary, E. P. Amerine. 
Gen. Acc., Scotland... 37,099 18,207 Zurich, Switz. ....... ee ° wanes Cas. Co. Amer., N. Y. 62,601 10,124 The sixth annual statement of the 
General Indem. N. Y. 6,825 cakeow Industrial Employers Lia., Eng. a Company shows surplus and reserves 
Globe Indem., N. Y.. 57,821 29,358 Cas. Co. Amer., N. Y. $34,380 $19,371 Equitable Surety, Mo. 97,817 14,833 as to policyholders of $853,057. 
Gt. East. Cas., N. Y.. 89,693 41,844 Liability European Acc., Wng.. 9,244 4,983 Its increase in reserves is $82,200. 
Hartford A. & I...... 42,877 3,726 Aetna A, & L., Conn..$819,822 $512,149 Fidel. & Cas., N. Y.. 146,432 34,478 The Company’s total admitted assets 
Lon. G. & A., Eng... 54,811 13,845 Aetna Life, Conn..... $89 $135 Fidel. & Dep., Md.... 507,603 113,859 are $914,502. 
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Special Talks With Local Agents 








One of the best general 


How agents of the Massa- 
Andre churetts Bonding 
Makes Good and Insurance Com- 
pany is W. L. Andre, 

of Spokane. In telling how his agency 


makes good Mr. Andre says: 

In order to keep track of our prog- 
ress throughout the year I take stock 
about every thirty days and if it de- 
velops we are running behind, I call 
a meeting of all of our agents and we 
usually figure out some plan whereby 
we can make good the amount of our 
loss during the past month and also 
the amount of necessary premium in- 
crease for the coming month. 

As regards the soliciting of business, 
our experience has shown it to be the 
best plan to have each agent become 
a specialist in his particular line and 
devote his entire time and attention 
to straight canvassing—rather than so- 
liciting in a haphazard way all over 
the city. At one time last year I dis- 
covered we were falling behind our al- 
lotment. We called our men together, 
talked the situation over carefully, and 
then laid out a plan whereby each agent 
would take a certain part of the city, 
work it by a straight canvass, and re- 
port his results to the office each day 
at five o’clock p. m. We continued this 
plan for nearly ninety days and with 
such gratifying results that we pro- 
nounced it a complete success. 

The majority of agents canvass their 
friends satisfactorily but waste alto- 
gether too much time running from one 
end of the city to the other with no 
definite end in view and, as a result, 
they make but very few calls. 

I recall one time about six years 
ago when I spent over six weeks of 
my time in canvassing one of the larg- 


est business blocks in our city—with- 
out missing a single employe who 
worked in that building. The result 
was that I wrote a little over $2,100 
of accident and health premiums in 
that one building and through the ac- 
quaintance of those policyholders I am 
still getting leads to new business from 
their friends and associates. 


Another plan that I have used with 
much success has been to ask a man 
for ten minutes of his time without 
telling him what I wanted to see him 
about, but impressing upon him the 
fact that the time would be well spent 
in so far as his interests were con- 
cerned. By so doing I aroused his 
curiosity to the extent that he usually 
wanted to know what I desired the ten 
minutes for, and in nine cases out of 
ten I got the desired hearing. 


It is absolutely essential that every 
successful accident and health insur- 
ance solicitor should believe in his com- 
pany, in its policies, its business 
methods and morals—and also in the 
agency he represents. The new so- 
licitor who takes up this line of work 
with the expectation that all will be 
easy sailing and that people will run 
to him with their business is, of course, 
always disappointed. Insurance is sold 
—not bought, and it takes a very en- 
thusiastic, energetic man to sell it. The 
successful insurance salesman must 
have his heart and soul in his business, 
must be open and frank with his clients 
and absolutely truthful in every respect. 


With these success-gaining qualities he 
is bound to rapidly gain the confidence 
of the public and such a reputation 
for honest and fair dealing that people 
desiring insurance will naturally turn 
their business his way. 





NEW COMPENSATION BILLS 





Awards Limited to $5,000—Time of 
Inquiry Cut One-Half—Accident 
Reports 





Assemblyman Thorn of Buffalo has 
introduced in the legislature a bill 
amending the workmen’s compensation 
law, as follows: 

Limiting awards in case of death or 
total permanent disability to $5,000. 

Permitting appeals from awards of the 
Commission to the Appellate Division 
of the Supreme Court in any depart- 
ment. At present such appeals must 
be taken to the Appellate Division of 
the Third Department. 

Reducing from one year to six months 
the time after injury within which 
claims for compensation must be filed. 
The bill also reduces from one year to 
three months after death within which 
claims for compensation must be filed. 

Providing that compensation shall not 
be paid to dependents of aliens not resi- 
dents of the United States at the time 
of the accident. 

Providing that any employer may ad- 
vance to any injured employe or the 
principal dependent of a deceased em- 
ploye on account of an award to be 
made by the Commission. Money so 
advanced is advanced at the employer’s 
risk. 

Assemblyman Thorn also introduced a 
bill amending the labor law by pro- 
viding that no report of any accident 
shall be required under the labor law 
which igs not required under the work- 
men’s compensation law. 





OFFICERS OF AETNA ACCIDENT 
The executive staff of the Aetna Ac- 
cident & Liability Company, of Hart- 
ford, has been increased through the 
election of A. R. Sexton and A. B. Pal- 
merton, as assistant secretaries. 








JOHN V. RATHBONE RESIGNS 

John V. Rathbone, for several years 
assistant agency manager of the North 
American Accident, and for two years 
joint agency manager, has resigned to 
engage in business for himself. 











MID-WINTER CONFERENCE 


The mid-winter convention of the 
Health & Accident Underwriters Con- 
ference was held in St. Louis last week. 
A motion to discontinue writing dollar- 
a-month accident and health policies 
was adopted and a committee named 
to draft a conditionless policy to be 
sold at an advanced rate. 








e 
Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL - - - President 
A Strong Casualty Company Surplus and Reserves over $800,000 
Writes the Following Forms of Casualty Insurance 

ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 
AGENTS WANTED IN UNDEVELOPED TERRITORY 


Apply PETER EPES, Agency Manager, Home Office 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 
Heme Office, 47 CBDAR STREET 
Ohartered 1874 
PLAT GLASS 
PERSONAL ACCIDENT 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
R. R. CORNELL, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 


Reliable and Energetic Agents Wanted 














FIRST ANNUAL MEETING. 


March 8th and 9th are the dates and 
Boston the place for holding the first 
annual meeting of the Massacco Agents 
Club, an organization composed of the 
alert business producers of the Mas- 
sachusetts Accident Company. 














ANTI-JINGO TALK 

In a talk before the New York State 
Casualty and Surety Agents’ Associa- 
tion in Syracuse last week, Congress- 
man-elect Walter W. Magee said: 

“This is no time to criticise the for- 
eign policy of this country. We are 
not in possession of the actual facts. 
I am a Republican, perhaps as stanch 





as they make them, but first and fore- 
UNION CASUALTY INSURANCE co most I am an American and will yield 
. to no one in my patriotism. Let this 
PHILADELPHIA, PENNSYLVANIA nation stand for peace. It is no reflec- 
tion upon our courage. The sailors and 
Statement - - 2 + + + + + + December 3ist, 1914 soldiers of this nation have proved 
MUNICIPAL BONDS ASSETS MARKET VALUE their courage in days past and have 
City of Cleveland ......... Se We avewess oc!) eee $ 50,500.00 never been whipped upon any sea or 
City of Philadelphia ........ ‘oy Perea to, SEO 11,520.00 continent. 
City of Philadelphia ........ oe ee bi. eee 9,900.00 “But I am against war. I am with 
City of Philadelphia ........ ee eS 4,750.00 the President of these United States 
City of Philadelphia ........ ie SOP DN dae 0s i 1,020.00 and against any attempt to make this 
City of New Castle ........ a rey eee 4,092.59 country a military country. I do not 
City oF Sovamton ......006 2s. eee bend SER E 7,376.15 mean by that that we should rest in 
eee i ee iat aCe 3,159.28 fancied security. We should have an 
City of Pittsburgh .........  ) See a eee 10,200.00 adequate army and an adequate navy 
Ce Oe RAED ok cette , eee Saas 980.00 for these are the greatest arguments 
CO Ge CeO ccs cistes ee S Wiweseuas .  EPeeeee 8,910.00 for peace. But we are a peace-loving 
SE Pee eee Se Pe > See 7,920.00 nation. We have millions of dollars 
Cet OF CAMORMD sc ssccccces a SP eee >, See 1,980.00 and millions of men to take the part 
Clip GF BOF TORE cc cccccss i See. a 19,800.00 of this country in any strife, but we 
City of New York ........-. See | eee 5,640.00 have neither men nor money to spare 
City of Mow York .....056. Sy, See eee 8,800.00 in such an uncalled for butchery as is 
City of Minneapolis ........ See jee Ee 1,900.00 in progress abroad. 
City of Minneapolis ........ Serre re >. er 7,680.00 “We have no quarrel with any na- 
City of Fort Wayne ........ 4 See ek POEEEETE 4,775.00 tion. If they do not do as we would 
State of Missouri .......... 314% ate arey ow i Sr 25,995.77 have them to, let us point out in a re- 
i, ae ain ctend Sather hha ele Sa 164,404.36 spectful way where they are wrong. We 
Premiums for Collection ...........ccccccccscssscceces 281,354.38 must be cautious and _ reasonable. 
Real Estate (unincumbered) ........-.-00+ 200 eeeeeeeees 125,000.00 Should any of us see two bull dogs in 
Ne ee te sh RAS ONS OE ___ 2,118.67 the street fighting for a death hold 
20 upon each other, we would not put our 
RGR SUN, oop atnk sobs ergs scenes $769,776.2 Seed ta chal cokes Gy ane Ge 
LIABILITIES might take them by the tail or with a 
Statutory Reserve—for Re-insurance .......-.-+eese0085 $298,872.16 hose give them the cold water treat- 
Statutory Reserve—for Losses, Commissions, Taxes ......-. 127,742.31 ment, but it is safe to assume that we 
TEE EAMES oe cccctccstetveovedn $426,614.47 would exercise a little precaution and 
Surplus to Policy Holders ..........--sseeeeeeeeeeeeee 343.161.73 leave them to fight it out themselves.” 
$769,776.20 
J. W. Crane, who has been represent- 
CAPITAL STOCK $250,000.00 ing the Aetna Life for years in Decatur, 
Deposited with Insurance Department, States of Ohio and Penna., $200,000.00 SS ee ees Same ot Se ae 
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BY BEING AN ATNA-IZER 






Instead of selling an automobile owner, Liability or perhaps Fire insurance only, isn't it to 


your advantage and to his to sell hm COMPLETE COVERAGE against all 


possible hazards > 


You can do this only by being an AETNA-IZER. When you sell ALTNA-AUTO 
COMBINATION policies, you earn a remuneration on five kinds of insurance 
coverage instead of one. . 


LIABILITY 


New York Branch Office: 
Philadelphia Branch Office: 
Washington Branch Office: 
Brooklyn Branch Office: 
Albany Branch Office: 

Central & Eastern New York Agency, Inc.: 


Richmond Branch Office: 
Newark Branch Office: 


for Injuries 
and Damage 
to Property 


THEFT 
Explosion 
Water- 
Damage 


AETNA=AUTO 


Combination Insurance 


Protects Auto Owners Against Loss by 
COLLISION 


and Trans- 
portation 
Perils 


LOSS OF USE 


of auto during 
repairs or 
replacement 


FIRE 


Lightning 
Cyclone 
Tornado 


Before Renewing Any of Your Automobile Policies, Get AETNA-AUTO Contracts and Rates 


Ir Pays You 


To 


BE AN AETNA-IZER 


It Pays Your CLIENTs To BE AETNA-IZED 


Etna Life 


Insurance Company 
The A&tna Accident & Liability Co. 
The Automobile Insurance Company 


OF HARTFORD, CONN. 


MIDDLE ATLANTIC STATES GENERAL AGENCIES 


Brooklyn, N. Y. 


Chas. H. Phelan, Manager, New York City 
John S. Turn, Manager, Philadelphia, Pa. 
C. K. Mount, Manager, Washington, D. C. 


W. G. Curtis, Manager, Albany, N. Y. 


Managers, Syracuse, N. Y. 


Newark, N. J. 


Lucas & Dake Co., Rochester, N. Y. 
A. Mills, Albany, N. : * 


G. 


Watson & Wadsworth, 


W. E. Morton, Manager, Richmond, Va. 


Knoll & Turgeon, Buffalo, N. Y. 

Eyler & Henry, Pittsburgh, Pa. 

Wm. S. Essick, Harrisburg, Pa. 

Essick & Barr, Reading, Pa. 

Roscoe H. Keffer, Scranton, Pa. 

Chesley & Chesley, Washington, D. C. 

J. B. Moore, Jr., Richmond, Va. 

Commonwealth Insurance & Realty Co., Norfolk, Va. 

W. T. Shackelford & Co., Baltimore, Md. 

Gilpin, Van Trump & Montgomery, Inc., Wilmington, Del. 









































